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The Greatest Contentment of the American Nation for 1919 Is in the Busy Hands of All the 
Workers from the Hide Puller to the Salesman at the Fitting Stool 
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What Are the Association Responsibilities. 
for 1919? © 


HERE is not a branch of our industry that is 
T not organized into associations of kindred in- 
terests, and it is well now, just prior to the begin- 
ning of a new year, to balance accounts as to work 
done, and to give thought of the stewardship for 1919. 


The time has come for a new brand of co-operation 
a new spirit of the entire industry—the bringing 
together of men of similar works, the better to know 
and learn their business, to abolish waste, to simplify 
the problems of merchandizing, to actually co- 
operate and to. facilitate production and distribution 
of shoes,—to the end that the public may be the ulti- 
mate gainer.. No matter what the branch of the trade 
this applies to, it is equally true, be the workers near 
or far removed from the public which gets the finished 


article. 


Some sort of a principle as this should be outlined 
as a platform for every association for 1919. 


We grant the wonderful effectiveness of the organ- 
ized associations under the stress of war-time condi- 
tions which made clinging together imperative. For 
the various branches of the trade now to fly apart 
would be to unlearn the lesson taught by the necessi- 
ties of war business. If you. analyze the one under- 
lined reason for association work during the war 
‘period, you will come to the single word—WASTE. 


“Waste is the greatest crime, and the only sin in 
lifé as well as in business.””’ Think this saying out 
for yourself. 

Now with thoughts of 1919, how about carrying on 
this selfsame first principle of association work—the 
reduction of waste? We would have said the elimina- 
lion of waste, but going that far is impossible in human 


life. Now when we apply the same thought to asso- 
ciation work, we realize that by organization, fewer 
failures and less wastage will be the result if the organi- 
zation stands for something other than a banquet, 
bushels of talk, railroad fares and expenses. 


The associations of our industry are face to face 
with a grave responsibility—namely that to con- 
tinue their usefulness they must bring about better- 
ments for their members. If they don’t, they might 
just as well go out of business. 


We will never forget that grand old dean of the 
Manufacturers’ Organization, E. P. Reed, when he 
said, “‘A resolution is a promise to perform. It must 
be paid in full or it is not worth the time taken to write 
it.” For the good of association work, let no resolu- 
tion be put on the records this January that has no 
greater substance than words spilled on scraps of 
paper. 

Touching specifically upon the retail merchant 
and in answer to the oft-repeated question, ““What is 
there in it for me?” nothing better can be said than 
the following: 


**T will not condemn association work for not 
meeting my expectation unless I personally give 
some time, thought, and diligent effort to help 
secure results. I will make my co-operation 
more than a name. Co-operation in associa- 
tion work means better friendships, a wider ac- 
quaintance, broader horizon, newer ideas and 
better business. I owe it to myself to aid in the 


accomplishment of association aims.”’ 


We believe that everyone in the shoe and leather 
industry will look with hopeful eyes to the work of 
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the National Shoe Retailers’ Association. This past 
year has made everyone acknowledge the place of 
the merchant—for through him and his cash register 
comes every dollar that makes for prosperity in the 
shoe and leather trade. The industry has acknowl- 
edged that this organization has corrected in large 
proportion the old condition where the majority of 
shoe merchants did not know whether or not they 
were making money. 


In 1919, we predict that the majority of merchants 
will avail themselves of the great modern method of 
business betterment—the association idea—and will 
make it a strong local as well as national medium for 
the correction of waste. We advocate a new interest 
in the development of local organizations, for condi- 


tions and circumstances vary the country over, and 
oftentimes a local competition compels things to be 
done which the dealer himself knows ought not to be 
done. 

A candid talk with competitors, the realization of 
the foolishness of some practices, and many a mer- 
chant can be saved from the wastage of his own busi- 
ness because by one method of competition he was 
voluntary playing a losing game where a little com- 
mon sense between him and his competitiors would 
have made it profitable for both. 

This then is the ‘“Recorder’s” greatest wish for 
1919—that waste shall be reduced and that its great- 
est reduction can come through business betterment, 
via the alert association idea. 





A Thought for the New Year 


S the hands of the clock point toward the last 

hour of the last day of the year, it behooves every 

man to sit and ponder for a time over the events that 

have transpired during the annual cycle that is com- 
ing to a close. 


“Not because by so doing he can change one jot 
or tittle the events that have passed into history, but 
because he will undoubtedly discover some short- 
comings that can be avoided during the coming 


year 


He can see where some selfish thought, though un- 
consciously planted in his mind, has crystalized into 
a deed that has narrowed his usefulness to his fellow- 
man. Or, perchance he will recall some good, gener- 
ous impulse that has been acted upon and conse- 
quently brought him joy and happiness, some kind 
word spoken or some helpful service rendered that 
has broadened his vision and made him a bigger and 
better man. 


On the wall, over the desk of a very busy man in a 
Western city is a picture of a roadway. On either 
side of the roadway are trees that form an open forest, 
and in the background is seen the sun rising over the 
summit of a hill. The glow of the morning sun gives 
a peculiar reddish hue to the whole landscape that 
only he who has beheld such a scene can understand. 


Although the scenic beauty of the drawing is in- 
spiring and beautiful, the most compelling part of the 
whole picture is a signboard by the side of the road 
that the traveler cannot fail to see. The inscription 
on the signboard reads: 


Every man takes care that his neighbor does 
not cheat him. 

But a day comes when he begins to care that 
he does not cheat his neighbor. Then all goes 
well. 

He has changed his market cart into a chariot 
of the Sun. 





ANNUAL MEETING 
Boston Shoe Travelers’ Association 


In a pre-Christmas celebration, the 
Boston Shoe Travelers’ Association held 
their annual business meeting at the 
Boston Shoe Trades Club, December 21. 
The meeting was by far one of the most 
important ever held by the Association, 
and in debating activities and accom- 
plishments will stand out as being a 
high light in the Association’s history. 

President Jack Jones officiated. A 
special dinner was served and the Asso- 
ciation presented to the Boston Shoe 
Trades Club a handsome clock, which 
ticks as a constant reminder to the selling 
craft that they have a permanent place 
and part in the Shoe Trades Club 
edifice. 


Charles F. Maxwell Elected 


In the election of officers, Charles F. 
Maxwell will serve as president for the 
year 1919, with Sid L. Curry, vice-presi- 
dent and the ever efficient secretary- 
treasurer, Billy Noll, will add another 
year to his long record of officership. 

In the spirited election of the execu- 
tive committee, John J. Whelan and 
Benjamin Lockwood will serve for two 
years, William H. Larkin for one year, 
and the remaining member, T. A. De- 
laney, holds over from last year’s exe- 
cutive committee. 

Tribute was -paid to the men in the 
service from the Shoe Travelers’ Asso- 
ciation: F. A. Keene, Charles Jordan, 
2d, T. F. Keffington, H. A. Martin, S. J. 
Rashken (wounded). 


To Work for Oakman’s Election 


The association is pledged to the elec- 
tion of W. M. Oakman to the office of 
vice-president of the National Shoe 
Travelers’ Association, convention of 
which is to be held in Chicago in 
January. 


Delegates to Chicago 


The selected delegates of the Boston 
Shoe Travelers’ Association to carry the 
twenty-seven votes of that organization 
to Chicago are as follows: W. M. Oak- 
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man, Jack Jones (chairman); C. F. 
Maxwell, William Noll, E. S. Murray, 
J. J. Whelan, A. L. Puffer, E. J. An- 
drews, George J. Loveley, and a resident 
member in Chicago, N. N. Souther. 
The alternates are T. ‘A. Delaney, 
William H. Larkin, T. H. Murphy. 

A spirited campaign for the election 
of William H. Oakman is now under 
way. 

Presentation of Clock 

In a felicitous speech, President Jones 
turned over to Everit B. Terhune, 
president of the Boston Shoe Trades 
Club, the large clock which stands at 
the head of the stairs in the big hall of 
the Club. Mr. Terhune responded in 
an appreciative manner and turned the 
custody of the clock over to Walter 
B. Dennison, chairman of the house 
committee, who in happy words ac- 
cepted the clock in behalf of the Shoe 
Trades Club. 

A speech was made by Arthur L. 
Evans, secretary of the Club, express- 
ing his altruistic satisfaction at having 
been an instrumental factor in the de- 
velopment of the club. Votes of thanks 
were given Messrs. Terhune, Dennison 
and Evans. 

The association voted to have the 
annual banquet in January expressive 
of the victory spirit. As is the custom 
every buyer in Boston at that time is a 
welcome guest of the organization at 
this annual banquet. 


Annual Convention National Shoe 
Travelers’ Association, Con- 
gress Hotel, Chicago, Janu- 
ary 3 and 4 

Preparations on a grand scale are 
being made by Chicago Shoe Travelers, 
for the entertainment of the delegates 
who attend the annual convention of 
the National Shoe Travelers’ Associa- 
tion, to be held at the Congress Hotel, 
Friday and Saturday, January third 
and fourth. 


Indications for Big Attendance 


During the year just closing, more 
new members have been enrolled than 
during any other year in the history of 
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the organization. Boston Association 
holds the honor of having the largest 
membership, while it is a fight for second 
place between New York and Chicago. 
The indications are that the forthcom- 
ing convention will be the largest in his- 
tory of the association. 

The forenoon of Friday will be given 
over to registration, presentation of cre- 
dentials and meeting of standing com- 
mittees. At noon a luncheon will be 
held in the St. Francis room of the Con- 
gress Hotel. 

A business meeting will occupy the 
afternoon session. In the evening a 
reception and dance in honor of the 
visiting delegates will be given in the 
ball room of the hotel by the Chicago 
Association. 

Friday morning session will be occu- 
pied by discussion of several questions, 
which are confronting the fraternity 
during the period of readjustment. 


Election of Officers 


The big event of Saturday afternoon 
session—in fact one of the big events of 
the whole convention—will be the elec- 
tion of officers. It is a pretty well 
established rule, although not a law, | 
that the first vice-president is to be ex- 
alted to the presidency. The indica- 
tions are that the rule will not be ques- 
tioned at the forthcoming convention. 

J. P. Byrne of Rochester, N. Y., has 
so ably filled the office of vice-president 
during the year that there is no likeli- 
hood of an opposing candidate being 
put into the field. 

The big fight will come on the election 
of first vice-president. For this office 
there are two leading candidates; both 
of them are popular among their fellow 
travelers, and each is coming into the 
convention with many pledged dele- 
gates behind him. 


A Battle Royal 


One is W. M. Oakman of Boston, 
representing Pels Shoe Company. The 
other is George Nichols of Minneapolis, 
representing Wise, Shaw & Feder Co., 
Cincinnati. 

Here promises to be a battle royal. 
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January 9, at Symphony Hall. 





Attend “National Day’’ January 9, 1918 
Boston Shoe Style Show 


It is an undisputed fact that women’s skirts: are going to be longer for 1919. 
of the shoe styles to harmonize? High heels and low heels will both be shown on the 

runway by living models at the Boston Shoe Style Show on January 6, 7, 8 and 9. 
Merchants will attend in order to study the style situation themselves, and form their own opinion as 
to which is the most attractive mode of footwear for their women customers, basing their selection accord- 
ing to the wearing apparel displayed. 
Fred A Vogel, President of the Tanners Council, will open the program for “‘Leather Night,’’? January 

8, with an address on ‘The Future of the Tanners Council of the U. S. A.”’ 

A great many shoe buyers will come from the West in order to arrive in Boston in time to take part in 
the celebration of ‘‘National Day,’’ January 9. 
Shoe merchants and manufacturers, leather men and representatives of the allied trades from the 
East, West, North and South will focus their attendance on the “Victory”? Style Show for National Day, 
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Enthusiasm is already reaching a high 
pitch, but best of all is that good nature 
and friendliness are the weapons being 
used in the vote getting. 

The closing event of the convention 
will be the big banquet to be served in 
the gold room of the hotel Saturday 
night. 

O’Brien as Toastmaster 


O’Brien of Selz, Schwab & Co. will 
preside as toastmaster. Were there no 
other name on the toast list a delight- 
ful evening would be assured. But 
several other travelers of oratorical 
ability will assist in enlivening the 
occasion. 

On to St. Louis 


Following this convention many of 
the travelers will go to St. Louis, where 
they will show their respective lines at 
the National Retail Shoe Dealers’ Con- 
vention to be held at Hotel Statler 
during the following week. 


Queen City Welcomes Shoe 
Travelers 


Cincinnati is fairly brimming over 
with hospitality which she is anxious 
to extend to the members of the Shoe 
Traveling Salesmen’s Association, should 
they decide to hold their next annual 
convention in the Queen City of the 
West. 

With her central location, her excel- 
lent hotels, her many attractions and 
her unsurpassed reputation for hearty 
welcome to the visitor within her gates, 
Cincinnati feels certain that she can 
make the members of the association 
extremely glad that they chose the 
Queen City for their meeting place, and 
regret that they did not come here 
sooner. 


Not only the members of the shoe 
and leather trades, but business men 
generally, headed by the Chamber of 
Commerce, with its 3,000 members, are 
behind this pressing invitation to the 
shoe travelers to come to the Queen 
City for their next convention in order 
that they may learn how open-hearted 
and entertaining a big, progressive city 
really can be. 


The Right Setting 


Nothing will be left undone to make 
the convention a success should Cincin- 
nati be selected for the next annual 
meeting. Hotel accommodations are 
right; convention facilities are right; 
entertainment offerings are right; the 
hearts of the people of Cincinnati are 
right—in fact everything is all right to 
give the members of the association the 
most satisfactory convention they ever 
have attended if they decide to come to 
Cincinnati. 


Rochester Shoe Travelers’ Associa- 
tion Publicity Committee Meets 


John C. Byrne, Publicity Committee 
of the Rochester Association of Travel- 
ing Shoe Salesmen reports a very suc- 
cessful and instructive meeting of the 
association held at Hotel Powers on 
Tuesday, December 17. Clark B. 
Rowley, president, appointed a trans- 
portation committee to make arrange- 
ments for special cars to carry dele- 
gates to the National Convention in 
Chicago next month. Ray F. Schneider, 
of John Kelly, Inc., is chairman of 
this committee. 


To Elect National President 


Eighteen members of the Rochester 
Association are going to Chicago to 


attend the annual convention of the 
National Shoe Travelers’ Association, 
January 2d and 3d. Their principal 
aim will be to elect Joseph P. Byrne, 
of this city, as president of the national 
body. 

Chairman Frank Le Pine, of 
the local Ways and Means Committee, 
has raised $1,000 to pay the expenses 
of the delegates. 

The delegates elected are Frank J. 
Le Pine, D. D. Oster, J. E. Blyther, 
Fred S. Brill, H. J. Beatty, H. M. Joy, 
Roy F. Schneider, Sandy G. Gloud, 
Asa J. Peck, C. H. Briggs, L. B. 
Shafer, C. W. Anderson, Thomas La- 
londe, Gene Connor, C. B. Rowley, F. 
W. Rice, Earl Ganung, Ralph Clauser. 
The alternates elected are G. A. Schaub, 
E. E. Evarts, B. B. Blythe, George 
Stevens, Harry A. Chase, H. H. Roosa, 
Frank F. Sweeney, A. J. McLeod, J. C. 
Nugent, William Le Pine, Frank Shafer, 
W. C. Goodger, A. F. Elliott, Thomas 
Conner, Murray Crosby, J. E. Scofield, 
Charles Shaver. 

The Sick and Distress Committee 
reported that Mrs. Fred S. Brill, wife 
of the secretary, is recovering from a 
very serious operation. Following the 
regular routine business, Robbie Horace 
Wolff gave a most interesting and 
patriotic talk on “After the War Con- 
ditions.” 


**Greatest Show Ever”’ 


At the close of the regular meeting, 
Chairman Merleau O. Smith, held a 
meeting of the Executive Committee of 
the Style Show. All matters of im- 
portance were gone over, and “The 
Greatest Show Ever” is the promise, 
although no secrets are being revealed 
as yet. 
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In your advertising get away from the words and phrases that 
say in superlative terms high sounding “bunk’’ that the 
public cannot and will not translate into “‘impulse to buy.”’ 
Simple words, simple and new ideas, sales hints and helps are 
the real basis for advertising that is worth good money to buy. 


Two Column Newspaper Adv. Cut, No. 914 40c. 











“There ,are styles that cube. us 


We har 
ave them. 

To feet in our styles in 1919 will 
bring miles of smiles to you— 
our comfort first—your satis- 
action second—your friends’ ap- 
preciation of your own good 
dress 
Styles at smile prices—they are so 
reasonable 


BLANK’S SHOE STORE 
Blankville 





Selecting Your Footwear for 1919 


This year our motto shall be: 

“Appropriate Styles—foot, not head fitting 

or no sale” 
We shall endeavor to give our customers just that 
little helpful suggestion on footwear buying that 
makes a style blend in with the costume—no wild 
eyed patterns—for true foot dress comes in simple 
lines careful fitting and modelling to the foot and 
sane coloring. 
Have you ever ever thought of buying footwear on 
a yearly basis—why not ask us about it? 








No. 915, 25c. 


Blank’s Shoe Store, Blankville 




















Clever cults—your own copy 
beneath and the ad is ready 
for the paper. Cuts 25c, ship- 
ped at once on receipt of cost— 
a Recorder exclusive service. 


More “‘girl” advertising would bring 
resullts—too few merchants consider No. 916, 25¢. 
A Return of the Season 


ages 10 to 16 as infantile—yet smart 
styles in these ages prove profitable. For Afternoon Dress-up Calls. 
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Merchants who have been following the news values of these 
sales-making ads have confidence that by straight merchan- 
dising service they can make January a mid-winter-month 
of regular priced footwear—clearances are well enough in a 
short merchandise year by February Ist. 


nun 


Two Column Newspaper Adv. Cut, No. 917, 40c 























Johnie and Mollie Storm-resisters No, 918, 25¢ 
* * * 7 * * 


Each got a sled So, today come and buy 


* * * * * * 
Christmas morning Queen of the snow AN K E. FIT 


+ 7 oa * * * rs 
My, but they were glad And king of the storm . Comes Best in Button Boots 


tees 1 Pini Beg The front line curve of any foot 


But Christmas was green Footgear in buckled tops is most graceful in button ts. 

* * * * * *& If you bron gee . Spat beeger sd 

Not a snow drop fell : you will easily graduate into the 
Pp Styles for Snow sliders now atyle button beets 


slp abi : * *T7Y* 
Father and Mother i 13 . Fabrics over patent 
Sizes 11 to 13% $4.50 8 inch tops $8.00 


oe 6 Peg , ; 
Said “‘cheer-up for soon Sizes 1 to 4 $5.50 sonra» different for your 


* * * 
* * * 


There'll be snow” : ‘ 
: So Johnie and Mollie BLANK’S SHOE. SHOP 


* * * 


Now, Friend Folks ee 
Can go “belly-bumps” BLANKVILLE 


* * * 
* * ¢ Down the old hill 
But health in winter * * * 
ef :.9 - Where you went 
Is also a matter See” ee 
~ * ca 
Of good shoes Pome st = ss 
* * * 
Come—tomorrow may snow 
* * * 


- * * 
Sleds are fine 


Snug and dry shoes 


* * * 


High and warm Signed A. B. C. 


Blank’s Shoe Store 


/ 
Blankville / 33 


No. 919, 25¢ 




















Imitating K. C. B. this style of copy is eagerly read “By her ankles—nifty 
from start to finish—sign your initials—then store name His cordovans made it 50-50" 
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The Trip Overseas 
Men of the Industry to Sail January 15 


The first trip of industrial men from America to the lead- 
ing centers of Europe, will leave New York by the White 
Star Line Steamship Lapland on January 15. 

Twenty-five shoe manufacturers and tanners from all parts 
of the United States are making the trip for the purpose of 
obtaining a better understanding of international trade 
methods and opportunities in their industry. 


Conferences on Board 


The entire front section of the sheltered deck of the Steam- 
ship Lapland has been reserved, so that the members of the 
party will have opportunity to confer together and become 
well acquainted before landing in England. 

The Steamship Lapland is a new twin crew ship of the 
White Star Line, 620 feet long, 70 feet broad and 18,694 tons, 








S. S. Lapland of the White Star Line 


so that the men are sure of a comfortable trip over in prepara- 
tion for their many duties, conferences and visitations to fac- 
tories and trade centers. 

It is the intention of Everit B. Terhune, treasurer and 
general manager of the “Boot and Shoe Recorder,” who is 
leading the party, to sail on the Mauretania, January 8, so 
as to provide for the itinerary in England, France, Switzerland, 
Italy, Belgium and Holland, and to arrange the conferences 
with the industrial and political leaders over seas. 


Captain Laurence Dead 


The older members of the shoe trade remember Captain 
. Laurence, the senior member of the old mercantile reporting 
house of Laurence & Brockway, whose book of ratings for 
years was to be found in the offices of shoe manufacturers and 
jobbers. Captain Laurence died Thursday, of last week at 
his late home at Fitzwilliam, N. H., and his body was cremated 
at Mount Auburn last Monday. 

He was born in Onondaga, N. Y., in 1838. At the age 
of 23 he enlisted in the 55th Illinois regiment and served under 
General Sherman for nearly two years, receiving at the 
battle of Shiloh a wound which practically incapacitated 
him for combatant service, although he subsequently tfe- 
turned to his regiment. In 1868 he married Juliette M. 


LeMon of Brooklyn, N. Y., and going to Council Bluffs, Ia., 
he engaged in business for several years, following which he 
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came to Boston and entered into the mercantile reporting 


* business with Lebbeus H. Brockway, a partnership lasting 


over a quarter of a century. 

In 1904 he had a fall, the effects of which hastened his 
retirement, and he took up his residence at Fitzwilliam, where 
he was active in civic affairs and of which town he was post- 
master for a number of years. He is survived by his wife, 
two sons, Charles M. and Van Courtlandt, both of Boston, 
and a daughter, Mrs. John S. Blair. 





A Big Louisville Delegation 


A fairly good attendance was on hand for the December 
meeting of the Louisville Shoe Retailers’ Association, held 
at the Tyler Hotel, and followed by a theater party at the 
Gayety Theater. The business meeting was cut very short 
in order to get to the theater in time, discussions being largely 
relative to plans for attending the National Convention in St. 
Louis in January. Plans for entertainment of the State 
Association, in early February were touched upon, but ar- 
rangements will be made at the January meeting in this con- 
nection. This will be the First Annual Meeting of the State 
Association, which was formed in Louisville last June and 
the Louisville retailers will make every effort to “show” the 
visitors a good time. 


Special Meeting Held 

A special meeting of the local retailers was held a few days 
ago following receipts of a telegram addressed to President 
E. M. Cohen, of the local association, from Anthony Geuting, 
of the National, in which Mr. Geuting said: “Notify your 
members to write to their senators and congressmen to pass 
legislation immediately authorizing Comptroller of Currency 
to provide funds to partially pay cancelled contracts of the 
Government, otherwise financial panic may result. Impera- 
tive that this be done immediately.” 

After a long discussion of the matter the retail merchants 
were unable to decide whether the wire referred to general 
Government contracts or shoe contracts and decided that 
conditions were such that in no event was a financial panic 
likely, even in the remotest extent. A wire was dispatched 
asking for further details as ‘to whether all Government con- 
tracts were meant, or shoe contracts. This wire stated that 
the retail merchants were ready to act, but would like to have 
form of letter, or synopsis so that all letters to Congressmen 
would carry the same general effort. 





On Army Shoe Contract Adjustment 


Washington, D. C., Dec. 23—J. F. McElwain, of the 
W. H. McElwain Shoe Company, and several other shoe 
manufacturers had a final hearing today with General 
Wood, Quartermaster General of the Army, to arrange final 
details for working out adjustments on the Army shoe con- 
tracts. It is understood that the final adjustment made is 
similar to the one made on November 27, and again agreed 
upon by a committée of shoe men here late last week with a 


* few minor changes. 


“Renovated” or Repaired Shoes 


The War Department in giving out a statement on reno- 
vated clothing, etc. in the Army states that 168,824 pairs of 
shoes have been renovated for the American Expeditionary 
Forces and 520,861 for troops in the United States, making 
a total of 699,685 pairs of shoes during the month of Septem- 
ber alone. 
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Room A 
Hotel Statler 
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The Kiddies 
Like The Most 
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Coast To Coast 
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Ls Shoe Company 
1517 Washington Ave. St. Louis, Mo. 








BOOT AND SHOE RECORDER 





Your visit 1s awaited at the 
Nunn-Bush booth in the 
beautiful Milwaukee Ex- 
hibit at the Si. Louts con- 
vention. 









Men’s Welt, Ma- 
hogany Calfskin. 
Cap. Bal. Single 
Oak Sole. Ace 
Last, 5 to ll, A 
to E. 
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Good shoes, right prices and pleasant service— 
the whole year round—seems all that you 
request. 

This, at any rate, is responsible for your 
causing an increase in our output to 4200 
pairs daily in six years and the erection of 
one of the most modern shoe plants in the 
United States. 


We shall always be careful to have you feel 
that “‘Nunn-Bush” and “Good-Will” are 


synonymous. 


Nunn, Bush & Weldon Shoe Company 
Long Service Shoes. Medium Priced Fine Shoes 
Milwaukee, Wisconsin 

















RARQAA 
RQ 


a 
DPD IDOI OI OI OS UR OOP OPOSesee 











AA to 


EE 


5 to 12 


(Sizes and half sizes) 





MILWAUKEE 














MODERN HEALTH SHOE! 


Favored by thousands of 


civilians and ex-soldiers unable to wear 


old-time “‘Foot Pinching”’ styles and unwilling to 
be so foolish if they could! Totally DIFFERENT from 


any other Army shoe on the market! A REAL “Fitter” and a 
GOOD “Looker”! BETTER all the way through! And fully 50 cents lower in 
price than its nearest QUALITY competitor. 


Anatomically planned by 


Uncle Sam for real and genuine foot 
comfort! Built into it are the characteristics that 


incline men to have their shoes made to order! Fits 
MORE feet MORE Comfortably and MORE Pleasingly (from ONE 


run of sizes) than any two or three lines combined. 


Made from Genuine Full-Grain ‘‘Edmo”’ 
Calfskin of a Dark, Rich, Mahogany Shade!! 


Edmonds 
Shoe Company 


Milwaukee Wisconsin 
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At the Shoe 
Retailers’ 
Convention 
at St. Louis, 
January 6, 7 and 8 


be —— of babi. W 7, a f e n b © rg 
oy ie leo te te oe ane Mf om Co 


tirety. Men who know 
the line to its minutest ; 

details will be there to il wa u kee 
show you the exclusive 
Weyenberg features. 
You owe it to yourself 
and to your customers 
to be on hand but—if 
your affairs do not per- 
mit your presence— 
wait for the Weyenberg 
Man, he'll be at your 
store in ample time for 
you to make selections 
for Fall. 
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Men’s Welt Mahogany 
Calfskin, Cap Blu., 
Single Oak Sole, Mun- 
son Last, 6to 11, AtoE 
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The Menzies Shoe Company 
MENZ “EASE” “AMERICAN BOY” 


Long Service and Fine Shoes 


MILWAUKEE, WISCONSIN 
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SHOES THAT BRING PROFIT AND PLEASE 


953 
953—Vici Kid. Com- 
bination last. “Low 
{nstep” Rongeer 

and E. 6-11. 
Price $5.75. 





Splendid styles and high quality 
leathers combined with perfect fit 
and abundance of value, make 


Beals-Pratt shoes popular in many 


That’s what BEALS-PRATT Shoes do for both customer and store. 
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971—Vici Kid. Com- 









bination last. Low good stores. 
Instep”’ Senator last 
ak; 


C, D and E. 6- 
Price $5.35. 





1059 
1059—Brown T ros - 
tan, 4 bene, gr Heel, 
Spark las C and 
D, hall li. 5, rice 
$5.25. 





985—Gun Metal. Leather Heel. 
sae last. B,C and D. 5%- 


The styles shown Price $4.60 


on this page are in 
stock on our floors 
ready for immedi- 
All orders receive 
prompt attention. 
Send sample order 
today. 


ate delivery. 





1503 


1503—Brown Board- 
ed. Army _blucher. 
Munson Army fast. 
B, C and D. 6-12. 
Price $5.25. 

1066—Brown Kin- 
nick. Army blucher. 
C and D. Sizes 6-12. 
Price $5.00. 













We invite an examina- 
tion of the complete line 
of Beals-Pratt men’s 
shoes on display in 
rooms 102-104-106, dur- 
ing the Convention of 
the National Shoe 
Retailers’ Association at 
St. Louis, January 6-7-8. 
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1062 


Freee tee 992—Gun Metal. 
last. C —_ D. 5%-11. # double sole. M er 
Price $5.1 ast. D, E 

ae Bud Sah Price $4.75. 
last. Ci ro D. 514- —11. ‘ 
Price $4.60. 


PEEK HIER HECK OREN ROOKIE DORIC SO OO nko ocak CCC ROO SOOKE SOCIO ECCS SOCKS KOCICK ICKICK 


BEALS-PRATT SHOE MFG. CO. 


Milwaukee and Watertown Wisconsin 


> Memo tototors teteatotates eekome ener 
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No. 714. Vici Kid Bal, Tip, 
Genteel London Toe, Close 
Fudge Edge, 1 inch square 
Heel, Singie Oak Sole, Welt, 
B-E, 5-11. 
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AR times have taught people to save, and in being 
so taught they have learned that buying merchandise 
of real Quality is the basis of true economy. 


From now on Quality trade will be more in evidence than 
ever before and if you establish your store in the mind of the 
buyer as the place where Quality merchandise can be secured 
your business is sure to become deep-rooted and flourishing. 


Mayer Honorbilt Shoes have a long, unbroken record for un- 
disputed Quality. The high grade character of Honorbilt 
Shoes is thoroughly well known to the trade and is, every- 
where conceded. 


If you will sell Honorbilt Shoes during the coming year, you 
will be convinced that the line is a safe and profitable one to 


handle. 


FIRST F. Mayer Boot & Shoe Co. 
s MILWAUKEE, WIS. » 
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MILWAUKEE 
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St. Louis the Mecca for Retail 
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Shoe Merchants, January 6, 7,8 
in a Real Victory Convention 


The year of nineteen hundred and eighteen 
has been a year fraught with trials, struggles and 
tribulations; a year such as has never before 
been witnessed in the history of mankind. 
Europe has been drenched in blood and shattered 
and torn by the Gods of War, but at last victory 
has been won. 

America has contributed her share toward 
furnishing material and man power. She has 
overcome almost insurmountable difficulties in 
manufacture of ammunitions; in creating the 
greatest and most efficient Army ever assembled 
by any nation in the same short space of time; 
in transporting this Army overseas, and in fur- 
nishing it with food and equipment. This Army 
in the words of General Foch, ‘Made victory for 
the Allies possible.” 

Not all the victories however, were won on the 
fields of battle, nor accomplished by arms and 
ammunition. ‘ 

A Victory in Unity 

Just as significant to the future well-being of 
the world ‘are the victories that have been won 
in Government, in.industry and in the hearts of 
men many leagues from the battle front. 

Even in Germany has been won the victory 
over the belief that “Might makes right;’’ that 
it is the province of the few to rule over and 
control the destinies of the many. 

In our own fair land, untouched by shot and 
shell, victories of courage truth and generosity 
have been won over selfishness, greed, and petty 


jealousies. 
The big men of every industry have come in 


closer touch with each other; have learned that 
by co-operation and the exchange of ideas, alk 
are mutually benefited, and thus able to better 
solve individual problems. 


All Honor to the Shoe Industry 
No industry of the United States worked in 


‘ closer co-operation with: the Government, nor 


bended its efforts more unselfishly toward the 
winning of the war than did the shoe industry. 
To no other industry has come greater blessings 
and more substantial progress. No other 
industry is in a position to face the future with 
a brighter outlook and is on a more substantial 
basis. 

No branch of the shoe industry has been 
benefited more by co-operation with the Govern- 
ment and by co-operation among the men en- 
gaged in the same line of endeavor, than has 
come to the retail shoe merchants. With re- 
stricted output of leather and other materials; 
with restricted colors and restricted styles; with 
limited sales force, the retail shoe merchants of 
the country by close association and close co- 
operation, have won a victory in merchandising 
methods that is most pleasing and gratifying. 


A National Celebration 


It is fitting therefore that the National Shoe 
Dealers’ Association should celebrate with a 
great victory convention and prepare for the 
responsibilities and duties as well as the joys and 
pleasures that will come to every retail shoe 
merchant through the year that is just before us. 
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BOSTONIANS 


Famous Shoes for Men. 
HE war was won because the ideals the 


Allied Nations fought for were eter- 
nally true ideals, definitely) conceived 
and clearly expressed. 
Believing in these ideals we concentrated on them to the 
exclusion of all petty and temporary issues. 
Thus ‘is success achieved in any line, business or national. 
Thus has “Bostonian” success been achieved, and on this 
foundation grows continuously, crowned by the enthusias- 
tic and friendly support of the merchants who sell “Bos- 


tonians”’ at retail. 
Such"merchants are our greatest asset; and our merchan- 
dising plan has asits ideal their Wholehearted andenlightened 
help in the final distribution of “Bostonian” shoes and 
“Bostonian” shoe service. 


National Shoe Retailers’ Convention 
Statler Hotel, St. Louis 
Room 212, Booth 1 


THE COMMONWEALTH SHOE 
AND LEATHER COMPANY 


BOSTON, MASSACHUSETTS 























JOHN O’CONNOR, President = 
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A. H. GEUTING, Executive Sec’y-Treas. 
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Greetings to Retail Shoe Dealers of the United States 


By JOHN O’CONNOR, President 


During the past year, since the members of 
the National Retail Shoe Dealers held their last 
annual convention, many and varied have been 
the changes wrought in the retail shoe industry 
of the United States. While there was some 
talk of regulations along some line or other, affect- 
ing our craft, which were taken up at the con- 
vention in Chicago last January; even the most 
vivid prognosticator would not have predicted 
the vast changes that have come during this 
time. Problems heretofore unknown to retail 
shoe merchants of the United States have been 
faced and solved and each of these brought to a 
happy conclusion, so that no merchant has 
suffered very materially, if at all, either in volume 
of business or in dollars and cents profit. 


A Profit in Knowledge 


He has indeed reaped a profit in knowledge 
and methods of rightly conducting his business 
and, if he has been alive to his opportunities, he 
has also reaped a pecuniary profit, consistent 
with the capital and energy that he has put into 
his business. 

It is only stating a fact, which is public 
knowledge to retail shoe merchants of the 
country, that the happy termination of the 
restrictions imposed by the War Industries 


} 
Board has been brought about, and could only 
have been brought about by co-operative 


methods and organized efforts on part of the 
retail shoe dealers throughout the country. 


Effective Efforts of the National 


These methods have been instituted by, and 
these efforts have been put forth by the Na- 
tional Retail Shoe Dealers’ Association and only 
‘through such an organization as this, could have 
been effected the pledge plan which solved the 
regulation problems. 

It is only right to give credit where credit is 
due; to give loyalty where loyalty is due. 
Every individual retail shoe merchant of the 
United States should therefore be thankful and 
grateful that during these trying times there 
was in this country such an organization as the 


N.S. R. A. 


Betterment of the Merchant 


The St. Louis convention is planned for the . 
betterment and helpfulness of ¢very retail shoe 
merchant who attends its sessions. 

Neither time nor expense has been-spared to 
give to the visiting merchant a wider vision and 
a broader outlook toward the future of his business. 
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Something, New 


The Maco Arch D-fend-r 


Shoe 


With a Narrow Toe and Military Heel 















































At points indicated by Figs. 1 and 2 there are small bones and muscles 
which by — of on pressing ep 4 on a flat surface, — a 
pressure at the point indica y Fig. 4 which a tendency to weaken 
or break the arch. This is what causes flat feet. If you will refer to the 
last of the Maco Arch D-fend-r shoes you will note that these points are 
taken care of by reason of the fact that this last causes an indentation on 
the insole which permits these small bones and also muscles to rest therein 
without causing a back pressure on the arch bones. At the point indi- 
cated by Fig. 3 on the skeleton, you will note that the heel bone does not 
rest in the center of the heel but extends to the left, and again if you will 
note the point indicated by No. 3 on the last you will easily see that it is 
higher on the inside of the heel than it is on outside. is causes an 
even pressure from the entire bottom of the foot on the entire sole of the 
shoe. It prevents runover heels, will make the soles last one-third longer 
aoe tha an ordinary shoe and will in time actually remove corns and 

nions. 





Write for Exclusive Agency 


CINCINNATI 
Welts and Turns Exclusively 






































THE HELMING-McKENZIE SHOE CO 
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Welcome to Retail Shoe Dealers of the United States 


By A. H. GEUTING, Secretary and Treasurer N.S. R. A. 


The retail shoe dealers of the United States 
are alive to their opportunities. They have 
grasped the broader and bigger vision of the 
opportunities to better serve and better live the 
life of happiness and joy that is possible to the 
shoe craft. 

The Broader Vision 


This broader vision has come partly through war 
conditions and the spirit of self sacrifice and 
helpfulness toward others that has been en- 
gendered into the people of the country at large. 
They are awake to the necessity of a united 
front as the most potent force toward the high 
ideals which may be obtained in the dispensing 
of footwear at retail, 


Greater Merchandise Possibilities 


They have also grasped through co-operation 
the great value of the broadening outlook that 


* makes. for greater merchandise possibilities - for 
the individdal merchant. 
= merchant has learned to rub elbows and com- 
-. pare notes with his fellow merchant and is now 
“. recognizing him as a business neighbor to be 
“affiliated with rather than as an antagonistic 


The “American shoe 


competitor to be avoided and shunned. 


He is considering his fellow merchant as his — 


greatest source of information in matters per- 


taining to the betterment and up-building of 
his business, rather than depending as in times 
past upon the manufacturers and others from 
whom he buys for this source of knowledge in 
the regulation of his business. 


Value of Association 


During the past year the fact has been clearly 
demonstrated to the thinking and reading mer- 
chant, that by collectively working together 
results of immense moment to the individual 
merchant are possible of accomplishment. Such 
results. would have been impossible of attainment 
by any individual merchant no matter where 
located or how hard he might have been working 
by himself as an individual factor. ; 


Mile-Stone of Progress 
The St. Louis Convention, therefore, will form 


- the -basis of the ‘greatest clearing house of retail 


merchandising methods and problems. I pre- 


dict then that this will be the largest in atten-: 


dance and the greatest in interest of any get- 


together meeting ever before held by our branch. 


of the shoe industry. It will mark a milestone 
in the progress of retail shoe merchant merchan- 
dising far in advance of what has ever hereto- 
fore been attained, 


| 
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CORDIAL invitation, to inspect our line of men’s 

high-grade work shoes, is extended to every mer- 
chant attending the National Shoe Retailers’ Associ- 
ation convention. 

We want to meet all of our customers and become 
better acquainted with them and also have the pleasure 
of demonstrating our line to them. 

Do not fail to give us the opportunity of showing 
you the merits of our men’s high-grade work shoes and 
high tops. 

A call at our booth wll be appreciated. 


HOMPSON-SMITH SHOE COMPANY 
ST. PAUL, MINNESOTA 


Room 206 Manufacturers 
Booth 1 
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It is a pleasure for us to welcome to the 
shoe city at this time our friends and 
representatives of the industry—the mem- 
bers of the National Shoe Retailers’ 
Association. 

We are glad to have the opportunity to 
invite your inspection of our exhibit at 
the convention headquarters. 


United Shoe Manufacturing Company 


Office and Salesroom 1610 Washington Ave., St. Louis 
Convention Headquarters, Hotel Statler 
(The House of Better Shoes and Service) 
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J. J. SENSENBRENNER 


General Convention Chairman 
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MEYER SWOPE 
Chairman National Reception Committee 
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Figured As An Asset to You 
By JOHN SLATER, First Vice-President, N.S. R. A. 


Association to the merchant means a valuable 
asset not only to his business but also to his own 
organization. Salesmen are now so thoroughly 
imbued with the spirit that has come into the 
country, brought about by the war, that they 
do not respect in the same measure the merchant 
who does not believe in association matters 
to the same degree as is accorded to the mer- 


hant who takes an interest in association 
work. 

Association means “your house in order,” 
especially if you absorb all the thoughts which 
you are given an opportunity to grasp. The 
interchanging of good ideas between merchants 
brings about a condition in the trade which we 
should all strive for. 





“What Association Means to the Merchant—Its Value’’ 
By ELMER D. GILDERSLEEVE, Second Vice-President, N.S. R. A. and a Founder 


The amalgamation of thousands of individuals 
in our line of business into the compact, well 
‘balanced, thoroughly representative body has 
brought about cohesion, unity, accomplishment. 

Therein lies its primal value. The association 
is powerful in its aggregate form. It would be 
utterly devoid of power if disintegrated. Given 
in our childhood days, but still well remembered, 
/is that charming little lesson in physical geog- 
\taphy—“‘Little Drops of Water, Little Grains 
of Sand, Make the Mighty Ocean and the Beau- 
teous Land.” The author of that couplet knew, 
though he did not say it, that the two physical 


elements must be assembled. Individually, kept 
apart, they would not function very much. 


Another Illustration 


Let me give my point another simple illustra- 
tion. Up New England way when we began to 
organize local branches: twenty or more retail 
merchants existed in a certain city who seldom 
met; they scarcely spoke to one another. Two 
members of the National Association visited 
them. About twenty-five met together and 
organized a Local Association. Later it merged 
into a State Association and from that into a 
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Give This Attention, Please! 
IT IS IMPORTANT 


A reputable shoe company desires a name for a line of 
boys’, girls’, and children’s (but not infants’) shoes. 


For this purpose it invites you, your friends and ac- 
quaintances to submit suggestions. 

The company will pay one hundred dollars ($100) in 
cash for the name which in its judgment is best adapted 
to its use, and fifty dollars ($50) in cash for the next best 
name. 


The name: 
(1) Should be short—not more than three words. 


(2) Should express or suggest the activity and life 
of childhood. 

(3) Should be attractive to children. 

(4) Should be adapted to illustration. 


In the event no name is accepted and no award is 
made, the company will not use or knowingly permit 
any other person or company to use any of the suggested 
names for shoes. 


Any person may submit any number of names in the 
same letter. All suggestions bearing post-mark up,to 
and including January 15, 1919, will be considered and 
a decision will be made about February 1, 1919. : 


Write your suggestions and your own name and ad- 
dress on a single sheet of paper, mark the envelope 
‘Shoe Mark” and mail to the following exact address: 


B. C. BOWEN, 


Western Manager, 
Boot and Shoe Recorder, 
507 Security Building, 
Chicago, Iil. 
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HAREY FIEDELER 
Chairman Reception Committee 
~- 











Cc. E, WILLIAMS 


- Chairman Display, Booth and Hotel Com. 





























National, and today, that Local referred to is one 
of the strongest and largest State Associations in 
our trade. 

We Know Each Other 






Now, under the magic influence of the “get- 
together” spirit as reflected in our Association 
work, we have become better acquainted. We 
know each other, but what do we know? Not the 
bad points merely which used to be carried on 
wings of gossip and criticism, but the good points, 
those which fortunately predominate in the busi- 
ness men of our land, the sterling honor that 
underlies the American merchant; the keen de- 
sire to be up to date in serving the public; the 
readiness to make sacrifices in order that our 
Government may be assisted during the dark 
hours of the war, and now that peace has come, 
to march shoulder to shoulder in the coming 
grand procession of American business. 
















Progress of National 


You all know the familiar saying about there 
being—‘‘So much good in the worst of us, etc.” 
Well, it is true; we had to find it out in order to 
appreciate it. I am proud indeed to give public 
testimony to the character and ability of our 
retail shoe merchants, and as it has been my good 
fortune to help bring him into association with 
his fellows, I am doubly proud and the task has 
been a real privilege. There is a specific value, 
however, attached to our association as to its 
growing membership. It is comprised in one 
word, PROGRESS. 



















Truly we have made progress; we are now 
serving our public, and incidently, ourselves, in 
much the same degree of betterment that is © 
shown in cities; yes, and in the nation at large, 
as the result of that other superb commercial 
organization, the Chamber of Commerce of the 
United States of America. 


Individual Benefit 


The collective benefit is the individual benefit. 
Together we meet for frequent consultations 
where trade problems and trade possibilities are 
considered, and we maintain our own medium of 
uplift..-With our Trade Papers we exchange 
ideas on efficiency, get the very latest ideas in 
catering, and we know the markets better than 


when we plodded alone. 


I believe we will never go back to the days of 
wasted expense, of unremunerative advertising, 
of petty rivalries, misunderstandings and old 
fogie methods. Every shop window is brighter, 
every sales record is heavier, every merchant is 
more genial toward life and his fellowman because 
we got together with our craft in business. 


Common Interests 


In closing—‘‘What Association Means to the 
Merchant,” let this be my answer:—‘‘Our in- 
terests are. common, not opposed. None of us 
can successfully progress; or reach our desired 
measure of prosperity at the expense of the other; 
this can be accomplished only by a close working 
together of ‘the members of an association formed 
for a common object. 















ONE OF THE MANY BEAUTIFUL SETS OF FINE SHOE FIXTURES 
ON DISPLAY AT BOOTH 3, ROOM 206, ST. LOUIS CONVENTION 


{ \ 
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No. 900—WILLIAM AND MARY SHOE DISPLAY. Price Complete $90.00. SEND FOR NEW CATALOG 


| POLAY-JENNINGS FIXTURE CO., 1009 Blue Island Ave., Chicago 
| Originators and Manufacturers of the WORLD’S FINEST Window Display Equipment 


A BARKER BRAND 
SUCCESS 


A Comfortable and 
Serviceable Shoe 
with Character 


Made of Selected Choc. Elk, Lasted 
Over the Nationally Endorsed 
Last-- THE MUNSON 


Your Critical Inspection of Our 85 Styles Is Invited 
DISPLAY BOOTH, ROOM 118 


HUNTINGTON SHOE AND LEATHER CO. 
HUNTINGTON, IND. 








ARTHUR F. EBRBS, Chairman 
Entertainment and Banquet Committee . -—— 
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The Freedom of St. Louis Is Yours 


By JOE J. SENSENBRENNER, General Chairman Convention Committee 


The gates of St. Louis, the greatest shoe center 
of the world, are open wide for three memorable 
days, January 6th, 7th and 8th, to the visitors 
who come here to attend the National Shoe 
Retailers’ Convention. The freedom of the city 
is yours. The St. Louis shoe retail merchants, 
manufacturers, jobbers and traveling men join 
in extending to you a most hearty welcome. 


A Year’s Effort 


St. Louis and its shoemen felt the great honor 
bestowed upon it when the N. S. R. A. Con- 
vention was awarded to this city for 1919. The 
various committees in charge of the convention 
activities have worked faithfully for the past 
twelve months with only one object in view—to 
make this the most remarkable gathering of shoe 
men in history and to send them home satisfied 
that they have attended the greatest convention 
ever, both from an educational and entertain- 
ment standpoint. How well they have succeeded 
we leave it to you, dear visitor, to judge. If 
your verdict be a favorable one we shall surely 
feel well repaid for the time devoted to this great 
undertaking. 

We are indeed fortunate to assemble here at 
this time, immediately after our great Couniry, 
.together with the Allies, has brought to a 
victorious end the greatest of all wars, enabling 
us to give due and prompt consideration to that 


great topic which is uppermost in the mind of 
every business man today—‘“The Period of 
Reconstruction in this After-War Period.” 
Problems as inimical to the shoe craft in peace as 
in war are still confronting us. For this reason 
you cannot afford to miss a single session of this 
convention, wherein every topic of vital im- 
portance to your business will be discussed by 
men of national repute, and in “‘Round Table” 
talks by the big men in the retail shoe industry. 


St. Louis to the Front 


The shoe exhibits, covering three entire floors 
of the Hotel Statler, and representing the prod- 
ucts of the leading manufacturers in all parts of 
the country, will in themselves be an attraction 
that is worth coming to St. Louis to behold. 

As to entertainment, we will let that feature 
speak for itself. Suffice it to say that every 
visitor is well acquainted with the great slogan 
of Missouri “Show Me” and of St. Louis “To 
the Front,” and when it’s all over we feel quite 
assured that you will depart quite convinced 
that you “have been shown” that St. Louis can 
go right ‘‘over the top”’ when it comes to hospi- 
tality. 

Every man connected with the shoe industry 
of St. Louis is a reception committee of one— 
each will greet you with open arms, and awaits. 
your commands. 
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A. W. LUTZ, Chairman 


H. C. RYAN 
. Regis:, Credential and Badgé Committee 


Chairman Press Committee 














ST. LOUIS VICTORY CONVENTION 


—— 


























I have been in constant touch with the plans 
.and the preparations of the committees in charge 
of the work of getting ready for the convention 
of the National Shoe Retailers’ Convention and 
know of my own knowledge that their work has 
been good. 

The shoe retailers of the country have a very 
profitable meeting ahead and, also, there will be 
entertainment in plenty for them and their 
ladies of whom it is the earnest hope that there 
will be many present. 

The opportunities afforded for valuable ex- 
ehange of experiences and opinions as well as 





Let Every Merchant Come to St. Louis 


By MEYER SWOPE, Chairman National Reception Committee 


Revel 






the importance of the addresses and the dis- 
cussions will be such at this period in the history 
of our country as to make it ever a matter of 
regret to the shoe retailer who does not come that 
he failed to attend. In the practical value of 
the convention, there will be nothing left undone 
to make of the gathering a memorable one in the 
history of the retail shoe trade. ; 
As chairman of the National Reception I 
repeat, the work of the committees in charge of 
the preparations for the convention has been well 
done. It is for the retailers of the country to profit 
by their work. Let every one come to St. Louis. 





Come and Enjoy St. Louis Hospitality 


By HARRY J. FIEDELER, Chairman of the Reception Committee 


A warm welcome—the veritable glad hand of 
the West and the cordiality of the South—awaits 
every retailer in the shoe trade who comes to 
St. Louis to attend the convention of the National 
Shoe Retailers’ Association which meets January 
6, 7 and 8. 

Our plans have been directed to making St. 
Louis the most comfortable and most pleasing 
spot in the country to each and every one who 


attends the convention and we believe that we 
have left nothing undone to effect this, at least 
so far as we can see-we have made no oniissions. 
We have planned that the registration and 
entertainment of our arriving guests shall not 
wait on the opening day of the convention, but © 
that it shall begin with the arrival of the visitor, ° 
whether it be one day or more ahead of the 
convention day. . , 
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For Those Who Come Early 


Registration has been provided for on Sunday 
and we urge every retailer to so time his visit to 
St. Louis as to arrive not later than Sunday 
morning, perfect his registration and participate 
in the preliminary and informal hospitality which 
will be offered on that day as well as to put him- 
self in position to begin his attendance upon the 





$A 


convention sessions Monday morning after a 
good night’s rest. 

The Reception Committee wants every shoe’ 
man who comes to St. Louis to believe that while 
he is in the city the municipality is all his and 
at his command for whatever purpose he may 
desire to make use of it: Come early and enjoy 
what we have provided to the full. 





Our welcome to those attending the convention 
of the National Shoe Retailers’ Association will 
be the more complete and hearty because of the 
extreme care and attention which has been given 
to every detail of the preparations. 

My own share in the arrangements has been 
more particularly directed to the comfortable 
housing of St. Louis’ guests, in addition to the 
presentation in our exhibits of the most complete 
showing of modern footwear with especial 
reference to current styles that has ever been 
attempted at a convention of retailers. 

Our displays will not only be wonderfully 
complete from the practical standpoint, but will 
have an artistic symmetry because of the regula- 
tion of displays and the adoption of a type of 
decoration which is carried out along systematic 
lines throughout the three exhibit floors. 


By the Displays Comes Profits 


BY CHARLES E. WILLIAMS, Chairman Display Booths and Hotel Committee 


. Our housing of those attending the convention 
has been so systematically arranged as to place 
those interested most particularly in the pro- 
ceedings’ of the convention and the exhibition of 
footwear in the closest possible ‘proximity to the 
convention headquarters. Reservations have 
been attended to in a very complete manner and 
I am quite sure that those coming to St. Louis 
the first week in January will find it not only a’ 
profitable but a thoroughly entertaining period, 
whereas interests and attractions will be height- 
ened by the warm hospitality for which St. Louis 
has a well won record. 

All our arrangements have been made with a 
single eye to the greatest good and the greatest 
comfort and the greatest pleasure of the greatest 
number and we now await the verdict of those 
who come to St. Louis January 6, 7 and 8. 
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The Season’s Snappy Styles 
WOMEN’S FINE FOOTWEAR 
On Display at Room 210, Hotel Statler 





You are cordially invited to inspect 
our line and meet us personally 


S | 


STYLO SHOE CO. 

Style Specializers of Women’s Novelty Shoes 
1400 Washington Avenue 
ST. LOUIS, U.S.A. 
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“The Mark of Quality” 











Shoe dealers are 
cordially invited 
to see our exhibit 
and see us person- 
ally at the conven- 
tion of National 
Shoe Retailers’ 
Association, St. 
Louis, January 
6-7-8 Hotel 
Statler. Room 114, 
Booth 2. 


The American Shoe Polish Co. 


Chicago 
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Pres. W. E. COCHRAN 
Kentucky 
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Pres. J. E. WILSON 
Michigan 
























This is going to be one of the largest conven- 
tions ever held by the shoe retailers, and with 
that. point in view the entertainment committee, 
of which I am chairman, is going to do its utmost 
to provide suitable entertainment in keeping with 
the size of the attendance. 

It would hardly be fair to tell in advance just 
the things that we contemplate putting on, but 
rest assured we do expect to put on a very elabo- 
rate entertainment. 

The first night, Monday night, there will-be a 
general jolly get-together with a very elaborate 
buffet luncheon including a cabaret performance 
in which there will be many surprises together 
with a nice souvenir which we expect to give 
everybody who comes. 


The Largest Convention of the Retail Craft 


By ARTHUR E. EBBS, Chairman, Entertainment Committee 


Tuesday night will come the banquet for which 
we have some very prominent speakers. We 
think it would be best not to mention all the 
names. However, we have amply provided for 
the evening. 

We are especially anxious for everyone to 
bring the ladies with them, as we have laid out 
a very elaborate program for their entertainment. 

I feel quite sure that everyone who comes will 
be well repaid for the trouble, both from the edu- 
cational standpoint from the business part of 
the convention, and the entertainment we have 
in view for them. Let them all come. We will 
guarantee they will not be sorry. St. Louis has 
never fallen down yet, and we are not going to 
be the ones to “bite the dust.” 





A Message to Every Merchant in Every State 


By WILLIAM GRAHAM, Chairman of Publicity 


The committee of which I have been the head 
has endeavored by every means obtainable to 
convey. our invitation to the retail shoe trade of 
the entire country to attend the convention of 
the National Shoe Retailers’ Association in St. 
Louis, January 6, 7 and 8. 

If our message has failed to reach any shoe 
retailer in the United States, it has not been for 
want of endeavor to learn his name and address 
and to supply him with the literature pointing 
out the advantages of attendance at the conven- 


tion and the reasons why each and every retail 
shoe merchant should come. 


You Will Surely Come Now 


We all believe, in fact we know, that this con- 
vention at this epochal period in the commercial 
history of our country will be the most valuable 
ever held, and it will be of material importance 
to all of us to attend and gain information, not 
alone from the speakers and their papers and 
addresses, but also from the exchange of opinions 
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Wizard Adjustable 
Foot Appliances 


are all-leather, feather-light de- 
vices for the correction of foot ail- 
ments. They have no metal in their 
construction. They embody a prin- 
ciple that cannot be duplicated in 
any other appliance, because it is 
thoroughly covered by patents and 
those patents have been repeatedly 
sustained in court—the last decision 
being in November, 1918. This prin- 
ciple employs 


OVERLAPPING POCKETS WITH 
PLIABLE INSERTS 

by means of which the sagging 
bones of the foot, which cause the 
trouble, are gradually built up and 
held in place with comfort from the 
start—no “breaking in’’ necessary. 
In order that the shoe merchant 
may make the most of Wizard Ap- 
pliances, we offer a free course of 
training in their application. 


The Free Course of 


Orthopraxic Training 


which we offer is thorough and 
practical. It gives the student a 
working knowledge of the anatomy 
of the foot, particularly, the bony 
structure. It teaches him the cause 
of foot ailments and how to recog- 
nize them. Then, it teaches how 
these foot troubles may be corrected 
by means of Wizard Adjustable 
Foot Appliances. 

It goes even further, and helps the 
student in his shoe sales, by teach- 
ing him how to fit shoes so as to 
guard against a return of the diffi- 
culty, and to prevent foot troubles. 


WIZARD STUDENTS INVARIABLY 
BECOME ENTHUSIASTS 


Mature shoe men with years of ex-. 
perience have written us out of pure 
appreciation for what we have done 
for them, stating that they date the 
beginning of their real success from 
the time they took the Wizard 
Course. Over and over again, we 
hear the same story—people ap- 
parently suffering from rheumatism 
and other serious ailments come to 
our graduates and obtain such im- 
mediate relief that they are able to 
walk out of the store in comfort. 
The difficulty usually proves to be 
only foot trouble. 

The course is a means of building up 
a department for the correction of 
foot ailments, that will mark your 
store with distinction. 

IT WILL HELP YOU SELL MORE 

SHOES 




















Wizard Store Mer- 


chandising Service 


Not content with merely making 
the best foot appliances in the world, 
and teaching the shoe salesmen how 
to use them so as to obtain a maxi- 
mum of results, we have built up a 
complete merchandising chain that 
has no missing links. And, there 
are few foot sufferers who sooner or 
later will not feel its drawing power. 


OUR NATIONAL ADVERTISING 


covers the entire United States, 
reaching millions of readers of 
“The Saturday Evening Post’? and 
‘‘Ladies’ Home Journal’? each 
month. 


OUR LOCAL PLAN 


Our salesmen will help you in get- 
ting your clerks interested in the 
free course, and will help them to 
make foot experts of themselves. 
We furnish you with cuts and copy 
for small sized ads that can be in- 
serted in your regular shoe ads. 
This keeps the public constantly 
reminded of your special service. 
In addition to this. we furnish mov- 
ing picture slides and monthly 
window cards, bearing the same 
message as the monthly ads in the 
national publications. 

Nothing could be more complete. 
It embodies the very best methods of 
modern merchandising in which 
service is paramount. Merchandise 
may be ever so good, but it takes 
service to make its value appreciated. 


Let us explain our plan in more 


detail. 








Come see our exhibit at the 
Convention and visit us 
at our headquarters 


Wizard Foot Appliance Co. 
1627 Locust Street 
St. Louis, Mo. 
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EIGHT MODELS 


From our Spring Line on Display 


at Room 124 


HOTEL STATLER 


NAT’L SHOE RETAILERS’ ASS’N 


1851— Women’s Black Glazed Kid Oxford, 
Imitation Straight Tip, invisible eyelets, 
2 1-2 inch Leather Louis XV alumi- 
num plate, be doeee Kid Quarter Lining, Imi- 
ee turned sole; A, B, C, and D Widths, 


3600— Women's Glazed Cleo Kid Lace Ox- 
ford, 2 1—4 inch full breasted covered heel, 


aluminum plate, Goodyear Welt with 
white welting around sole to the heelseat; 
AA, A, B, C, and D Widths, 2 1-2-8. $5.5 


3604 


3604— Women's Cocoa Calf Lace Oxford, imi- 
tation straight tip, 13-8 Military Heel, White 
Kid yy ee Lining. Goodyear Welt Sewed 
sole; A, B,C,and D Widths. 2 1-2-8. . .$4.85 


CONVENTION 
Jan. 6-7-8 


IN STOCK 
READY TO SHIP 


—— 

1852—Women'’s White Cleo Kid Lace Oxford, 
Imitation Straight Tip, 13-8 Military Heel 
sprayed to match natural toplift, White Welt- 
ing on sole, White Kid Quarter Lining; A. B, 
C and D Widths, 2 1-2-8.. $4.25 


1854— Women's Patent Chrome Pump, 2 1-4 
inch full breasted celluloid heel, aluminum 
plate, White Kid Quarter Lining, oo 
turm sole, ae: A, B, C, and D on 


WRITE FOR CATALOG 
of 
COMPLETE SPRING LINE 


Make our place of business your home 
while in St. Louis. 


2751—Women’s Black Kid Lace Oxford, 
Imitation Straight Tip, 13-8 Mili 
Heel, Imitation Welt Sole; B, C and 
Widths 2 1-2-8. $3.3 


1850— Women's White Cleo Kid msg Ox- 
ford, Imitation Straight Tip, 2 1-4 inch 
half Louis XV wood covere ‘heel, alumi- 
num plate, White Kid Quarter Lining. I Imi- 
tation turned sole, flexible; A, B, 

Widths, 2 1-2-8 


2752—Women's Havana Brown Kid Lace 
Oxford, 2 inch Leather Louis XV heel, 
aluminum plate, Kid Quarter Lining, very 
flexible sole; B, C, and D Widths, 2 ioe 


TOBER-SAIFER SHOE COMPANY, Inc. 
1312 WASHINGTON AVENUE, ST. LOUIS 
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Pres. WILL A. KNIGHT 
Oregon 











Pres. THOS. W. SHERRON 
Tri-States 























and experiences which such a convention will 
make possible. 

It is the earnest hope of every member of the 
arrangements committees, as well as of myself 
and my associates on the publicity committee, 
that every retailer in the country will find it pos- 


sible to come to St. Louis to the convention. 
We ean assure them in full confidence of a very 
profitable meeting, as well as a most enjoyable 
visit, for entertainment and practical affairs 
have been so intermingled as to make the conven- 
tion the best that the shoe trade has ever had. 





_ A New Opportunity for Achievement 


By A. W. LUTZ, Chairman, Registration Badge and Credential Committee 


St. Louis and the shoe craft of our great city 
extend the glad hand ‘of hospitality. The re- 
tailers and manufacturers have joined heart and 
hand to make your visit here a most enjoyable 
occasion, as well as an educational event. May 
we be; honored by your presence? You can’t 
afford to miss it. 

Since last May, the committee in charge of the 
plans for the National Convention to be held in 
in St. Louis, January 6, 7 and 8 have been busy. 
It will be an event to be remembered by those 
who attend, and a thing to regret by those who 
do not. As the zero hour draws near the arrange- 
ments are being completed which portend the 
best that may be offered to our distinguished 
craftsmen who have signified their intention to 
attend the 1919 convention of the National Shoe 
Retailers’ Association. The association has 
demonstrated its capacity for wonderful achieve- 
ment in the past year under conditions extremely 
chaotic—the policy of the immediate future will 


be outlined at this meeting; therefore, Mr. 
Retailer, your presence is imperative—your 
knowledge, experience and forethought must be 
shaped. with and incorporated into the conduct 
of the association for the benefit of the craft and 
our clientele. 


Simplicity of Arrangements 


The Registration Committee has evolved a 
plan for registering and classifying the visitors 
that promises to eliminate all congestion. The 
registration booth will be located in the lobby of 
the Statler Hotel and the registrant will be served 
with a badge and tickets to the banquet and 
various other functions which are included in 
the registration fee of $6. Register early; you 
will not be admitted to executive session without 
the proper credentials. The registration booth 
will be open Sunday, January 5, to take care of 
the early arrivals. Come! St. Louis greets 
you. 
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JAMES CLARK COMPANY 


Distributors 
NOVELTY SHOES HOOD RUBBERS “KEWPIE TWINS” DANIEL GREEN FELT SLIPPERS 


ST. LOUIS, MO. 
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The South Believes in Fellowship 


By ALLEN H. MEADORS, 4th Vice-Pres. N.S. R. A. 








Association work, and fellowship, has meant 
more to me than any other one outside feature in 
connection with my business. Several years ago, 
about forty Southern merchants formed in New 
Orleans the Southern Shoe Retailers’ Association. 
I attended that meeting, and for several years 
thereafter, the conventions were held in the 
different Southern cities. I never missed one 
of these meetings, I always learned something, 
heard something that the other man did, 
that helped me in the management of my busi- 
ness. 

The Southern Association two years ago 
joined in with the National for one great big 
work, and how big that work has been, is fully 
appreciated by every man who has ever attended 
a convention meeting. The value of being a 


member of that organization, participating in 
the discussions, rubbing elbows with the “‘fel- 
low’ who is bigger than I am, helps me, broadens 
my views, and I know makes me a better mer- 
chant from every standpoint. 


How to Grow in Strength 


How can you grow without knowing what the 
other merchant is doing to make him grow? 

This is the day of science in everything, our 
business must be studied scientifically, and 
from a broad viewpoint, to obtain that end. I 
believe association work is the channel by which 
it may be obtained. Don’t think about self too 
much, “‘what will it do for me,”’ is best answered 
by ‘“‘we will do it together.” “He profits most 
who serves best.” 





Pennsylvania Merchants All Ready 


By CHRISTIAN LUDEBUEHL, President 


The Convention of the National Shoe Retailers’ 
Association will convene at St. Louis, January 
6, 7 and 8. We do nct hesitate to say frankly 
that it is the duty of every shoe man to attend 
this convention, as we are now facing the greatest 
reconstruction period America has ever known. 
The next few years will demand the eagle eye 
of every officer of the State and National Asso- 
ciations for bills that will be presented to the 
various State legislative bodies as well as the 


United States Congress, and our interests can 
only be protected to the extent of the influence 
of our Association. 

The officers of the State and National Asso- 
ciations must have your support and en- 
thusiasm. 

The best evidence of your support is your 
presence at both the National Convention at 
St. Louis, and OUR OWN STATE CONVEN- 
TION in February. 


























extends an invitation to our customers and those 
interested in juvenile footwear to visit our dis- 
tributing house at 1408-10 Washington Avenue 
during the convention of the National Shoe 
Retailers’ Association, January 6, 7 and 8. 


Samples of our footwear will also be on display at 
Room 220, Statler Hotel. 


Distributing Houses 


St. Louis, Chicago, Pittsburgh, Philadelphia and 
New York. 


Factories in Pennsylvania at 


Annville, Lebanon, Palmyra, Middletown and 
Elizabethtown. 


The A. S. Kreider Company 


Manufacturers of Best Shoes 
for Boys, Girls and Babies 


St. Louis, Mo. 
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FRANK P. MEYER 
Illinois 












Pres. KATCHINSKI 
California 




















A — 


LOUIS VICTORY CONVENTION | 


Many Ladies Will Attend 


Features of Entertainment Under Mrs. J. J. Sensenbrenner 


Mrs. J. J. Sensenbrenner, chairman of the 
committee in charge of the entertainment of the 
ladies attending the N.S. R. A. Convention, 
had as guests at luncheon last week the local 
women associated with her in the work of the 
first week in January. The luncheon was given 
at the club house of the Missouri Athletic 
Association and the guests included Mesdames 
A. E. Ebbs, C. Reader, C. E. Williams, H. O. 
Wayne, Wm. Graham Jr., William J. Reid, J. A. 
Hutcheson, A. W. Lutz, H. J. Fiedeler, S. G. 
Hinckley, J. Weber, F. Huelseman, A. Bastian, 
O. H. Zuckweiler and Miss Anita Moore, who is 
in charge of publicity in connection with the 
local press. 


Entertainment for the Ladies 


The program of entertainment for the ladies 
who come to St. Louis with those attending the 
convention includes some very pleasing features. 
They will have plenty to occupy them while in 
the city. Among the set features are a lunch at 
the Century Boat Club Monday noon; inspec- 
tion of the exhibit displays at the Hotel Stalter at 
3 P. M., this being an hour at which the mascu- 
line convention will be in session; theatre party 
at 8 P. M., Monday, followed by a light supper 


at the Hotel Statler. Tuesday morning the 
ladies will be taken on a tour of the shopping 
district, while a card party will follow in the 
afternoon at the Hotel Statler. They will be 
given a dinner at the Jefferson Hotel at 6.30 
P.M., and thence will go to the Jefferson 
Theatre for the evening, returning to the Hotel 
Statler to attend the ball which will follow the 
formal banquet of the men. Wednesday morn- 
ing the ladies will be given an automobile tour 
of St. Louis’ residence and park district, while 
the afternoon will be left to the ladies’ own 
disposition of their time. 


Patriotic Songs 


A feature of the convention sessions will be 
the singing of patriotic songs at the opening of 
each and in aid of this an attractive song book is 
being prepared for the use of those present. A 
song leader will also be provided. 

The Orpheum Theatre has been obtained for 
a moving picture show of the process of manu- 
facturing shoes. This will be given under the 
auspices of the United Shoe Machinery Corpora- 
tion Tuesday morning at 9 o’clock. This theatre 
being just across the street from the head- 
quarters hotel will be easily within reach. 
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Representative of a line of Chil- 
dren’s Shoes that is unflinching in 2 
quality, this shoe, among others 
of the K-Z family, will be on dis- 
play in Room 104 
(Milwaukee Section) to 


bear your closest com- 
parative consideration. 









No. 435. K-Z 
child’s patent 
colt, mat kid 
to p, Goodyear 
welt skuffer, 
Tredsure last 
No. 16. Sizes5 
to 8; 8% toll. 


We will extend you a 
cordial welcome 


Kalt-Zimmers Mfg. Co. 


MILWAUKEE, WIS. 


FONQQQOOUUUAOUUONOOOOQQQOQQOUUUUOOOADAUOHOQOOOUUUTTE 
“K-Z for me” 


FVNUUUUUNUOONNOUUOOOOOOOOUUUUUONESOOAUE 
STUUAUAUUUUUUUUUUUAAANGAOUUUGAGOQQUOOOUOOOUUUUUUUUGEUEAAAAAAAL 


SSVUIUINIUNAV UAUUUAUUAUHL 


Trade-Mark x 
Copyrighted 
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ST. LOUIS SALES ROOM 
1525 Washington Ave. 


B. M. HOUCHIN 
REPRESENTATIVE 

















BRADLEY MILWAUKEE 


& METCALF CO. 
Manufacturers 


Men’s Work and Dress Welts 


Bradley Shoes have kept faith with 
the Public for seventy-five ‘years 
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Democracy’s Laurels shall crown 


THE VICTORS. 


Carl E. Schmidt & Go., Ine. 








Carl E. Schmidt & Go., Ine. 
Tanners of ‘the Schmidt = Leathers 
O 


STON, MASS. 


H.B. ALTENDERFER, A.J. &@J.R. COOK 
Philadelphia San Francisco 


DETROIT, MICHIGAN 


REPRESENTATIVES 
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National Officers 
President Board of Directors 


JOHN O’CONNOR Three Years 
Vice-Presidents Z THOMAS SCOGGINS, Houston, Texas 










JOHN SLATER, lst V—P. * J. E. WILSON, Detroit, Mich. 
E. D. GILDERSLEEVE, 2d VP. ‘ W. W. WILLSON, Boston, Mass. 
J. STRASBURGER, 3d V.-P. JOSEPH STRASBURGER, Washington, D. C. 
A. H. MEADORS, 4th VP. OTTO HASSEL, Chicago, IIl. 
W. S. BYCK, Atlanta, Ga. 
President Emeritus MAX SOMMERS, San Francisco, Cal. 






A. C. McGOWIN 







7 Two Years 
Executive Sec’ y-Treasurer 
A. H. GEUTING W. E. BRELSFORD, Topeka, Kan. 
ais Cc. K. CHISHOLM, Cleveland, O. 





A. H. GEUTING, Philadelphia, Pa. 
JAMES P. ORR, Cincinnati, O. 





Field Secretary 








A. F. SLO 
— A. C. McGOWIN, Philadelphia, Pa. 
Sec’ y-Commissioner E. D. GILDERSLEEVE, Poughkeepsie, N. Y. 
T. C. MIRKIL ROY E. STEVENS, Ottumwa, Iowa 













Executive Committee One Year 
JOHN O’CONNOR, ex-officio A. H. MEADORS, Nashville, Tenn. 
JOHN SLATER, Chairman JOHN O’CONNOR, Chicago, IIl. 
A. C. McGOWIN HORACE M. SWOPE, St. Louis, Mo. 

mae A. H. GEUTING — - W. M. LAIRD, Pittsburgh, Pa. 

2 JAMES P. ORR CHAS. A. KILBOURNE, Minneapolis, Minn. 

x GEORGE F. SCHOTT JOHN SLATER, New York City, N. Y. 

2 1918 Honor Roll 4 
* What could be more fitting than to call the unsound regulation. The names on the following’, 
__ 4pecial attention of the shoe retailers of the list are those of shoe retailers who gave freely 
” United States to the men, who, by their personal of their time and attended numerous meetings, 
‘Activities during the year in connection with the Washington and elsewhere, paying their own 
functioning of the War Industries Board, .suc- expenses, supporting in the fullest measure the 







cessfully safeguarded the craft from unwise and National Association in its war-time program: 














FRANK WERNER, San Fran- 
cisco. 
H. 9 DOUGHERTY, New 


or 
. B. SCA’ 7 ao 
D. KENNEDY, Pittsbur, . 
CHRISTIAN LUDEBUE 
Pittsburgh. 
I. S. HESS, Bal 
K. CAESAR HOFHEIMER, 
orfolk. 


Ni 

Ww. S. BYCK, Atlanta, Ga. 
PERCY E. HART, New York. 

ALFRED, K KOHN, New York. 

Pp. T. UAHAN, — Phila- 
delphia. 

HORACE M. SWOPE, St. 
Louis. 


FRED 8. STEWART, Atlanta. 
WM. STEIGERWALT, Phila- 


cBERT 
a RT FORSTER, Phila- 


sAMUet FRANK, New York. 
DR. A. J. HART, New York. 


McGOWIN, Philadelphia. 
JouN O’CONNOR, Chicago. 
H. GEUTING, Philadelphia. 


















M. A. WEISS, 
ag GOLDBERG, Chicago. 
H. ROSENBAC ica, 
J. i "SENSENBRENNER. 
Louis. 
ml ho GILDERSLEEVE. 
4 ii EIVAN, 4 nate 
Simies F. McNEIL, Bos 
Se e PORTER, Boston: 
. W. WILLSON, Bosto 
a A BERBERICH, Washing- 
*Sosten STRASBURGER, 


n. 
ARTHUR i BURT, Washi 
CHARLES THOMPSON, 
York. 
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WE extend you a very cordial invitation 
to visit our display while you are at- 
tending the convention. 


CONVERSE RUBBER SHOE CO. 


FACTORY, MALDEN, MASS. 


Western Branch, Converse Building, Chicago 


Morton L. Paterson 
Selling Agent 


HOTEL STATLER JANUARY 6, 7, 8 
Room 122 Booth One 
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HALL OF N.S. R. A. CONVENTION 


The Business Sessions of the Convention Will Be Held Here—on January 6, 7, 8, with the 
Big Banquet Tuesday Night 













St. Louis Convention Program 
Monday, January 6 
AFTERNOON SESSION 






Saturday, January 4 





1 P.M. Meeting of the Advisory Board, 
F. P. Meyer, Chairman. 2.30 P. M. Patriotic songs. 









3 P.M. Meeting of the Buard of Directors. Reports of Officers: i 
(a) President, John O’Connor. 
(b) Executive Secretary-Treasurer, A. H. 





Monday, January 6 














Geuting. 
MORNING , 
sian na (c) Field Secretary, A. F. Sloane. 
9 A.M. OPENING OF CONVENTION. (d) Secretary-Commissioner, T. C. Mirkil. 
11 AM. Registrati ion. s §f 
C er eee wane Reports of Standing Committees: <i 
i d i e ie | 
ean called to order by the President. Finance’—W. W. Willson, Boston, Mess. e | 
Patriotic Song-Fest. ‘ 7 
r A Insurance—Henry Hagemann, Hamilton, + ff 
Presentation of Credentials. ps  - 
f ‘ O., Sec’y Insurance Board. * 
Address of welcome by Mayor Henry W. Kiel CR: é + 
* f Legislative—Jos. Strasburger, Washington, + 
of St. Louis. = 
Report of Committee on Credentials. ae * 
H Roll call Style—John Slater, New York, N. Y. & 
: Rubber—D. F. Sullivan, Fall River, Mass. + 
Readi f the Mi f the 191 i a : * ff 
| a ee eee Arbitration—Alfred Kohn, 'New York, N.Y. 2 [f 
Appointment of Commitiees—Nominations, x ‘ } 
: Membership-Advisory—F. P. Meyer, Dan- * 
Resolutions, Conference. ville, Tl 





Publicity—A. H. Geuting, Philadelphia, Pa. 





1 P. M. Adjournment’ for lunch. 
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Room 218 
Booth 1 
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CONVENTION HOTEL 











Hotel Statler, St. Louis 


St. Louis Convention Program 


Vigilance—Frank Nebe, Atlantic, Ia. ' Tuesday, January 7 


Transportation—Max Sommer, San Fran- MORNING SESSION 


cisco, Cal. 


9.30 A. M. Patrioti ; 
Presentaticn of Presidents of Affiliated pemcisgivean 


Spee ‘ Address, ‘OUR MERCHANT MARINE,” 
Associations. Bainbridge Colby, Washington, D. C., 

Report of Nominations Committee. U. S. Shipping Board. 

Election of Directors. (a) “The World Market for American Foot- 

wear and the Effect of World Market 

Development on Our Domestic Business,” 

James H. Stone, Boston, Mass., Editor 

EVENING “*The Shoe Retailer.” 

(b) “Bringing in Our Raw Materials Under 
the American Flag,’ C. D. P. Hamilton, 
Jefferson Hotel, Twelfth and Locust. St. Louis, Mo., International Shoe Com- 

Buffet luncheon, 6.30 to 7.30. pany, Chief of Shoe Section, War Industries 
Board. 

‘Something Doing’? Every Minute there- 10.45 A. M. Round Table. A. F. Sloan, Chair- 

after until 1 A. M. man. 


5.30 P. M. Adjournment. 


6.30 P. M. “Jazz Feast.” 
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Buy the Shoes You Can Rely Upon 





SCIENTIFIC 


FOR 
CHILDREN AND YOUNG LADIES 

For thirty years these shoes have been selected 
by parents who demand comfort for their 
children’s feet as well as QUALITY and 
SERVICE. 
Dr. Posner’s Shoes have attained their pres- 
7“ —_— by adhering steadfastly to these 
ideals. 


o8 POSNER’. 

















A modern, scientifically-built 
shoe at an ordinary price. 
Retailers are high in their 
praise of the service of our 
In-Stock Department. 


It has served at times of greatest emergency 
and it can serve you now. 

















DR. A. POSNER SHOES, Inc. 
140-142 W. Broadway NEW YORK CITY 
FACTORY, 141-151 ROEBLING ST., BROOKLYN, N. Y. 


Address All Communications to New York 
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ROUND TABLE PROGRAM 


1. “BUYING IN THE MARKET vs. BUYING 
IN THE STORE,” C. H. Wolfelt, San 
Francisco, Cal. 

. “CASH vs. CREDIT,” H. B. Scates, Boston, 
Mass., Filene’s, President Massachusetts 
Shoe Retailers’ Association. 

.3. “MERCHANDISING BROKEN AND DIS- 
CONTINUED LINES,” Frank P. Meyer, 
Danville, Ill., President Illinois Shoe Re- 
tailers’ Association. 


4. “NORMAL PROFIT AND PROPER 


to 


ITEMS TO INCLUDE IN OVER- , 


HEAD,” A. H. Geuting, Philadelphia, 
Pa., Executive Secretary-Treasurer N. S. 
R. A. 
. “HOW TO DETERMINE STYLE, AND 
HOW TO BUY WOMEN’S STYLE 
SHOES,” Julius A. Goldberg, Chicago, Ill. 
6. “STORE RECORDS,” Ben Jacobson, New 
York, N. Y. 

7. “GROWTH OF THE REPAIR DEPART- 
MENT—HOW TO ORGANIZE IT,” 
John Baird, Columbus, Ohio, 

8. “ADVERTISING—THE RIGHT WAY,” 
James P. Orr, Cincinnati, Ohio. 

9. “THE HELP PROBLEM” (a) Training 
Clerks; (b) Compensation; (c) Is the 
P. M. System a Good One? Otto Hassel, 
Chicago, Il. 

1.00 P. M. Adjournment for lunch. 


on 


Tuesday, January 7th 
AFTERNOON SESSION 
2.30 P.M. Patriotic songs. 

Address, “CRAFTS ASSOCIATION—ITS 
IDEALS AND ADVANTAGES,” Chesley 
R. Perry, Chicago, Ill., Secretary, Inter- 
national Association of Rotary Clubs. 
A. H. Geuting, Philadelphia, Pa., Executive 
Secretary-Treasurer, N. S. R. A. 
James P. Orr, Cincinnati, Ohio. 
A. F. Sloane, Oxford, Ohio, Field Secretary, 
N.S. R. A. 
- 3.30 P.M. “FIRM MEMBERSHIP,” Henry E. 
Hagan, Boston, Mass. 
W. W. Willson, Boston, Mass., Chairman 
of the N. S. R. A. Finance Committee. 


5.30 P. M. Adjournment. 


St. Louis Convention Program 











EVENING 


7.00 P. M. Banquet, Statler Hotel. 
11.00 P. M. Grand Ball, Statler Hotel. 





Wednesday, January 8 
MORNING SESSION 
9.30 A. M. Patriotic songs. 


Address, “CONSERVATION IN INDUS- 
TRY,” C. F. C. Stout, Washington, D. C., 
Chief of the Hide, Leather and Leather Prod- 
ucts Division of the War Industries Board. 

10.15° A. M. Address, “FINANCING BUSI- 
NESS IN THE AFTER-THE-WAR 
PERIOD,” Festus J. Wade, St. Louis, Mo., 
President Mercantile Trust Company. 

11.00 A.M. “CONDUCT OF OUR CRAFT 
DURING THE READJUSTMENT,” A. 
C. McGowin, Philadelphia, Pa., President 
Emeritus N. S. R. A.; President of the 
Council of National Service Shoe and 
Leather Industry. 

11.45 A.M. Address, “THE TRADE AC- 
CEPTANCE,” Breckinridge Jones, St. 
Louis, Mo., President Mississippi Valley 
Trust Company. : 
“SYSTEM IN RETAIL MERCHAN- 
DISING,” John Slater, New York, N. Y. 
“OPPORTUNITIES IN THE SHOE 
BUSINESS,” W. H. Gibbs, Chicago, 
Ill., Marshall Field & Co, 

1.00 P. M. Adjournment for lunch. 

1.15 P. M. Meeting of the Board of Directors. 






Wednesday, January 8 
AFTERNOON SESSION 
2.30 P.M. “THE RETURN OF STYLE— 
GOOD STYLE ALL THE WHILE,” 
Arthur D. Anderson, Boston, Mass., Editor 
“Boot and Shoe Recorder.” 


3.00 P. M. MESSAGE TO SHOE RETAIL- 
ERS FROM THE ALLIED INDUSTRY... 
John S. Kent, President National Boot and 
Shoe Manufacturers’ Ass’n., J. Stevens UL 
man, New York, N. Y., Laird H. Simons, 
Philadelphia, Pa. 


Unfinished business. Amendments to By-laws. 
New business. Resolutions. Adjournment. 
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Albert Trostel 
& Sons Company 


Milwaukee :: :: Wisconsin 
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N.S. R. A. 1919 Convention Exhibitors 


Joint St. Louis Exhibit Samuels Shoe Company, St. Louis. 
Specialty Shoe Company, St. Louis. 


Room A ; P 

Brown Shoe Company, St. Louis. United Shoe Mfg. Company, St. Louis. 

James Clark Leather Company, St. Louis. Vinsonhaler Shoe Company, St. Louis. 
Room B 


Dittman Shoe Company, St. Louis. 
Friedman-Shelby Shoe Company, St. Louis. 
Hamilton Brown Shoe Company, St. Louis. 
Johansen Bros. Shoe Company, St. Louis. 
Johnson, Stephens & Shinkle Shoe Co., St. Louis 
Lund-Mauldin Shoe Company, St. Louis. 


Booth 1-2-3-4. United States Rubber Com- 
pany, New York City. 

Booth 5. Wizard Foot Appliance Co., St. Louis. 

Booth 6-7. W. H. McElwain Company, Boston. 


Room C. Endicott, Johnson & Company, 


Pedigo-Weber Shoe Company, St. Louis. Endicott, N. Y. 
McElroy-Sloan Shoe Company, St. Louis. Room D 
Peters Shoe Company, St. Louis. Booth 1. S. Rauh & Co., New York City. 


Roberts, Johnson & Rand Shoe Co., St. Louis. Booth 2. Armstrong Cork Co., Pittsburgh. 
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N.S. R. A. 1919. Convesition Exhibitors 


Room 101 


Room 102-104-106. Milwaukee Tanners and 
Manufacturers. 


Room 108. Thos. G. Plant Company, Boston. 


Room 110 
Booth 1. Rice & Hutchins, Boston. 
Booth 2. Miami Chemical Company, Cin- 
cinnati. 
Booth 3. Upham Brothers, Stoughton, Mass. 
Room 112. R. E. McDonald ‘Company, 
Boston. 
Room 114 


Booth 1. Levie Shoe Company, Chicago. 


Booth 2. 
Chicago. 

Room 116. Johnson, Stephens & Shinkle 
Company, St. Louis. 


American Shoe. Polish Company, 


Room 118 


Booth 1. Huntington Shoe & Leather Com- 
pany, Huntington, Ind. 

Booth 2. Flexible Shoe Mfg. 
Chicago. 

Booth 3. Charles Meis Shoe Company, Cin- 
cinnati. 


Room 120. Boyd-Welsh Shoe Company, St. 


Company, 
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St. Louis Convention Committees 
Get Acquainted with ‘Home Folks’’ 


General Chairman 


J. J. Sensenbrenner 


FINANCE 


J. A. Hutcheson, Chairman 
J. Bastian 
John V. Schmid 
Claude Muse 


Louis Goodman 
Fred Huelsemann 


DISPLAY, BOOTHS AND HOTEL 


C. E. Williams, Chairman 
Chas. E. Reader 
William Reid 


. E. Ebbs 
. Zuckweiler 


REGISTRATION, CREDENTIAL AND 
BADGE 
A. W. Lutz, Chairman 


H. O. Wayne Jos. Wolf 
George W. Copp T. C. Mirkil 
Sam Hinckley F. L. Schleicher 


PRESS 


H. C. Ryan, Chairman 
Herbert Frank 
L. H. Hellman 


Frank Ames 


PUBLICITY 


Wm. Graham, Chairman 
Ernest Holthoff F. H. Littlefield 
Herbert Frank Oran McCormick 
H. C. Ryan Mrs. Wm. J. Ahern 


ENTERTAINMENT AND BANQUET 


A. E. Ebbs, Chairman 


C. E. Williams A. W. Lutz 

Emil Kappel Wm. Graham 

John Weber}; R. W. Koehring 

Claude Muse Harry Fiedeler 

J. A. Hutcheson Sam G. Hinckley 
John Poelker 


RECEPTION 


Harry Fiedeler, Chairman 


William Reid B. J. Huth 

N. H. Robinson Albert Zinke 

A. C. Hartman A. Zellinger 
William Hoffman Edward Heintze 
J. B. Longhi Geo. Osterhaus 
George H. Belke Ben F. Christman 
J. M. Steffen Wm. Haas 

W. C. Herbst John Hopfeld 


Continued on page 45 





N. S. R. A. 1919 Convention Exhibitors 


Booth 2. Krentler Bros. Company, St. Louis. 
Booth 4. Plant Bros. & Company, Manches- 
ter, N. H. 


Room 122 
Booth 1. Converse Rubber Shoe Company, 
Chicago. 
Booth 2. Copeland & Ryder Company, Jef- 
ferson, Wis. 
Room 124 
Booth 2. Tober-Saifer Shoe Company, St. 
Louis. 
Room 126 
Booth 1. J. & T. Cousins Company, Brooklyn. 
Room 127 
Booth 2. Davies Shoe Mfg. Company, Ra- 
cine, Wis. 
Room 128 
Booth 2. John J. Lattemann Shoe Mfg. Com- 
pany, Brooklyn. 
Room 202 
Booth 1. Helming McKenzie Shoe Company, 
Cincinnati. 


: Room 203 

Booth 3. A. M. Legg Shoe Company, Pon- 
tiac, Til. 

Room 204 

Booth 1. Wm. Grelich & Sons, Brooklyn. 

Booth 2. Julian & Kokenge Company, Cin- 
cinnati. 

Booth 3. Stern-Auer Company, Cincinnati. 

Booth 4. Venus Arch Support Company, 
Chicago. 

Booth 5. Bliss & Perry Company, Newbury- 
port, Mass. 

Booth 6. Goodyear Rubber Company, St. 
Louis. 

Booth 7. E. T. Wright & Company. 
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N.S. R. A. 1919 Convention Exhibitors 


Room 206 Booth 4. Hylo Novelty Mfg. Company, Jef- 
ferson City, Mo. 
Booth 5. Hoerr-Adam Shoe Company, Belle- 


Booth 2. Hecht Fixture Company, Chicago. ville, Til. 
Room 210 


Booth 3. Polay-Jennings Fixture Company, 


Booth 1. Thompson-Smith Shoe Company, 
St. Paul, Minn. 


Chicago. Booth 1. Stylo Shoe Company, St. Louis. 
Booth 4. Geo. E. Harrison Shoe Company, Booth 2. A. Palan Shoe Company, St. Louis. 
Chicago. Booth 3. F. Levy Shoe Company, St. Louis. 
Booth 5. Wichert & Gardiner, Brooklyn. Room 212 
Booth 1. Commonwealth Shoe & Leather 
Company, Boston. 
Room 208 Booth 2. Edwin C. Burt Company, Brooklyn. 
Booth 1. Carl E. Schmidt Company, Detroit. Room 214. Goodyear Tire & Rubber Com- 
Booth 2. N. D. Dodge Shoe Company, New- pany, Akron, Ohio. 
buryport. Room 215. Scholl Mfg. Company, Chicago. 
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St. Louis Convention Committees 


Get Acquainted with ‘‘Home Folks”’ 
Concluded from page 43 


LADIES’ RECEPTION 

Mrs. J. J. Sensenbrenner, Chairman 
Mrs. J. Hutcheson Mrs. Wm. Reid 
Mrs. A. E. Ebbs Mrs. A. W. Lutz 
Mrs. C. Reader Mrs. H. J. Fiedeler 
Mrs. C. Williams Mrs. S. G. Hinckley 
Mrs. H. O. Wayne s. J. Weber 
Miss Anita Moore Mrs. A. Bastian 
Mrs. Wm. Graham O. H. Zuckweiler 
Mrs. G. H. Belke Mrs. W. C. Herbst 


SERGEANT-AT-ARMS 


H. O. Wayne, Chairman 
William F. Bolte 


Louis Goodman 


Ernest Holthoff 


Claude Muse 


Max Rosen 


PROGRAM 
A. H. Geuting, Chairman 
‘Sem Frank 
W. N. Wilson 
Alfred Kohn 
John Slater 


Jos. Robinson 
Chas. H. Baker 
M. G. Harper 


NATIONAL RECEPTION 


Meyer Swope, Chairman 


D. F. Sullivan 
H. Solomon 
Frank Werner 
Walter Broder 
Henry Hoff 
Sydney Stokes 
James Lawrence 
J. C. Sherwood 
Edward W. Pyle 
Jos. A. Berberich 
R. P. McGowan 
Frank P. Meyer 
W. H. Rogers 
Victor Vaile 
Milo Slade 

R. W. Sturgeon 
William Orr 

W. E. Cochran 
W. A. Innes 

E. M. Cohen 
Fred S. Smith 
Jacob Fineberg 
W. E. Davis 

A. S. West 
Elwyn Pond 
Thos. Jeffries 
Geo. A. Pierce 
Chas. A. Kilbourne 
J. A. Stolberg 
W. H. Griffith 


E. J. Bloom 

Frank Bihr 

J. C. West 

M. C. Austin 
Thomas Murray 
John J. Slater 
Cyrus D. Wade 
Harry S. Smith 
Harry McLaughlin 
Jos. Pietzuch 

C. H. Ford 

J. E. Brecheisen 
W. A. Knight 
Christian Ludebuehl 
John Kelly 

Albert Forster 
Albert J. Schmidt 
Sig. S. Schweriner 
Lee Reineburg 
Geo. A. Pierce 
Thos. W. Sherron 
W. E. Buckley 

B. J. Boynton 
Frank P. Shockley 
J. J. Henry 
Maurice Fitzsimmons 
A. B. Caspari 

Bert Shean 

Walter Johnson 
Harry E. Fontius 


Frank Holland 





N.S. R. A. 1919 


Room 216 
Booth 1. Williams-Kneeland Shoe Company, 
South Braintree, Mass. 
Booth 2. F. C. Church Shoe Company, St. 
Louis. 
Room 217. 
Chicago. 


J. P. Smith Shoe Company, 


Room 218 


‘Emery-Marshall, Haverhill. 
McElwain, Morse & Rogers, New 


Booth 1. 
Booth 3. 
York City. 
Room 220. 
bethtown, Pa. 
Room 222, 


A. S. Kreider Company, Eliza- 


B. F. Goodrich Rubber Company. 


2 ees 


Convention Exhibitors 


Room 223 


Booth 1. 


Booth 2. 
Haverhill, Mass. 


United Lace & Braid Mfg. Com- 
pany, Providence, R. I. 
Bancroft-Walker Shoe Company, 


Room 224 


Booth 2. 
Louis. 


Booth 2. 
hawk, Wis. 


Johansen Bros. Shoe Company, St. 


Room 225 
Tomahawk Shoe Company, Toma- 


Room 226 


Booth 2. Val. 
cinnati, Ohio. 


Duttenhofer Company, Cin- 
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SHOE MERCHANT 
to you to visit his store 
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Brandts Inc. 
BASEMENT 

















Risous & Ba a * 


CHILDREN'S DEPT, 






































Bunker Hill Monument | 





THE PILGRIMS CAME IN 1620—THE N.S. R. A. SHOULD COME IN 1920 


Maine Shoe Retailers’ Association 


TO BOSTON 


The latch-string of all New 
England hangs out and 
hospitality will make the 
1920 Convention the 


Hosts to the National—Massachusetts Retail Shoe Merchants’ Association 





1920 


COME 





Custom House Tower ; 


“greatest ever.” ! 








New Hampshire Shoe Retailers’ Association 


Rhode Island Shoe Retailers’ Association Connecticut Shoe Retailers’ Association 












































Sec.-Com. T. C. MIRKIL, N.S. R.A. 


How National Headquarters 
Works 


With the National Shoe Retailers’ Association 
Convention but a few days off, the wheels are 
revolving very rapidly in the National Head- 
quarters located in the Franklin Trust Building 
of this city, under the efficient control of Secre- 
tary-Commissioner Mirkil. It might be said in 
this connection that there is a whirl of detail to be 
handled, not only for the convention but in the 
ordinary routine of the affairs of the association, 
and it is fortunate for the organization that Mr. 
Mirkil has the temperament required to reduce 
all this to the most efficient system. With the 
great membership in the association and the 
necessity which has existed during the present 
war emergency for the prompt distribution of 
information, instructions and reports, system 
and efficiency has become an absolute essential, 
and the value of it will be still further proven at 
the convention itself. Headquarters is well 
provided with the mechanical aides necessary 
to work these out. A filing and card system has 
given the association the best and most accurate 
membership lists that it has ever possessed, and 








these are kept up to the minute. 
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Headquarters of N. 3... Ms 
EIGHTH ANNUAL CONVENTION, JANUARY 6, 7, 8 


The St. Louis Statler would rank among the best hotels of any city on earth. St. 
Louis is proud of it—and it’s there for your convenience any time you're in the city. 
Every—every—Statler room has private bath; There’s a complete and attractive Cafeteria, 
circulating ice-water; writing desk with plenty providing food and cookery of Statler[quality at 
of stationery, etc.; candle for low night-light,and popular prices. For the man who wants quick, 
many other unusual conveniences. Morning simple service—or who wants to save time or 
paper delivered free to every guest-room. money, or both—it is just the thing. , 


HOTELS STATLER 


ST: LOUIS BUFFALO 
IN NEW YORK: HOTEL veiiisiadiba 


Now Building — Opens in January 
ig yn tg (2200 rooms, 2200 baths) bape” 
In a itments, service and character it will worthy in way of 
po pes oe meal , ef Amarion's Sect city, ¥. awd of the 
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CORDIAL invitation is extended 

to all merchants to visit the 
WHITE HOUSE, 17th and Washing- 
ton Avenue, and to make that their 
business headquarters. 





BROWN SHOE COMPANY 
ST. LOUIS 


Exclusive Manufacturers 


Maxine Shoes for Women—White House Shoes for Men 
Buster Brown Shoes for Boys—for Girls 





The RO J 
Shoe Style Show 
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HERWOO 


SUPER MCKAYS 





design and exactness in manufacture can produce. 


invitation to visit us“at the Rochester Style Show. 
Hotel Powers, Room 654, January 9-15 








Bhar ny a beauty of line in Sherwood’s McKays that only long experience in 


Many of you carry Sherwood’s Shoes, others have heard of them—we extend to you all a hearty 


SHERWOOD SHOE COMPANY, ROCHESTER, N. Y. 
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Two new low shoes that have appealed 
strongly to particular merchants. the ordinary. 


i ge cordial will be your welcome to the Rochester 
Shoe Style Show and to the UTZ & DUNN CO. dis- 


play of ‘‘Style Shoes of Quality,’ Room 500, Powers Hotel 
January 9th to 15th, Nineteen Nineteen 


“Style Shoes of Quality” 


BROWN KID BLACK KID 


possess every factor that ap- 
peals to women with style 
aspirations and who at the 
same time insist on shoes that 
fit well and give good service. 


Style B, 644H—Madura This is the only kind of shoes Style B, 0629P—B lack 


Brown kid, 7-eyelet oxford, 
Juanita last, full Louis we know how to make. Jeanine tna, eae tie, 


covered heel, Welt. leather Louis heel, Welt. 
$5.50 


mat kid, 7-eyelet oxford, 


$7.00 
(NOT IN STOCK) 


High Cut Oxfords 


Seven-eyelet pattern very much out of 


Models that are fashionable creations 
and which have attained wide popularity. 


SEND FOR OUR STOCK CATALOG 


‘Style Shoes of Quality” 


UTZ & DUNN CO. 


ROCHESTER « NEW YOK 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charles Building, Denver, Colo. Bush Terminal Sales Buildi 319 St Bldg., Los Angeles, Cal. 
TIGER & McNUTT 130-132 West 42d St., Room 1521 CG. C. McA’ Representative 
Representatives S. A. McOMBER, Representative 
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SMARTEST of WINTER 










_ STYLES IN-STOCK 


DULL TOP BLACK 
SIDE 
No. 381. Price $5.00. 


8-inch Top, 12-8 Heel, 
Pedestrian Last, Welt. 


VISIT OUR EXHIBIT 


At Room 552 














‘At the Powers Hotel 
January 9 to 15 






Our {complete line of stock and 
at-once models will be 






| on display 
i BLACK GLAZED KID COCOA BROWN C 
| No. 384. Price $5.50. 8-inch Top, 14-8 No. 401. Price $5.85. 8-inch op, 12-8 Heel, 
i Heel, Rochester Last, Welt. Pedestrian it, Wel 
| No. 399. Price $5.50. Same in 17-8 No. 400. Price $5.25. Same in = Brown 
/ Leather Louis Heel. Side. 
' 
TERMS NET 30 DAYS. SIZES AND WIDTHS AA 4 to 8. A 3 to 8 B 2% to 8. C and D 2% to 8. 


JOY, CLARK & NIER, Ine. 


SUCCESSORS TO FRED S. TODD SHOE COMPANY 


Rochester, N. Y. 


























“——" FF ewer Styles 


Mor € of Them 


ORDER TODAY 


These Styles Ready 
to Ship 


e'to7 3 to 7%. 





STYLE M1279 
$6.50 


Dark Brown 
Russia Calf Lace 
Goanyeer Welt, 
b Heel, Me- 


dium 

ght At ig ts 
8, C 3% 

4 ‘ 


Style M1307 














Rochester 
Shoe Style Show 


January 9 to 13 
1919 


OUR EXHIBIT 
SUITE 600-602 
POWERS HOTEL 


Style M1841 


STYLE M1843 
$4.50 
Glace Kid Lace 
Imitation Turn 
Leather i fytrt 
to 7, B 4 to 7%, a 
3% to8, D3 to7K. 


Style M1843 


STYLE M1278 
$6.50 


Havana os Kid 
Goodyear ow elt, 
Mili Heel, M 


Style M1278 


STYLE M1845 
$4.75 
Havana a Kid 
Cloth wee, co to 
Mili rs = ry Heel 

Edge, A4 


,B4to7h, 
3% to8, D3 to 7. 


Style M1845 


Menihan Company 


Shoemakers for Women 


Rochester 


New York 
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DUR BETTERU 
TRADE «= 








hester Sh 
hoa 
Januany 5 Room 554 


JOFN KELLY © 


INCORPORATED 


ROCHESTER, N.Y. 
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Rochester, the Flower City 





Come Pick the 1919 Winners in a Garden of Styles 


A semi-annual event significant to merchants who see in Rochester a continuous 
satisfaction in shoes profitable to them and their customers—many new friends 
will be made this season so a general welcome to the retail trade is herein 


extended. 


attractiveness of its shoe styles on the dates of Jan- 

uary 9-15 to the buyers of the United States. Roches- 
ter is a progressive city and with the slogan—‘“‘Rochester- 
Made Means Quality’’—it stands ready for a new service to 
the merchants of the United States in profitable and artistic 
footwear for the year 1919. 

It is well that the city rings in the new styles of the New 
Year with this popular Shoe Style Show, under the auspices 
of the men who sell footwear in styles—in every city and town 
of the United States—The Rochester Shoe Travelers’ Asso- 
ciation. 

They will be there to greet 
you—185 strong—and the 
entire city will set apart the 
week for the entertainment 
of the shoe merchants, shoe 
wholesalers and manufactur- 
ers of the country. 

The Rochester Market of 
Styles is a semi-annual affair 
of a number of years’ success- 
ful experience and a growing 
appreciation of its opportu- 
nities has been expressed by 
the merchants of the country. 
It would profit you well to in- 
clude Rochester in your tours 
of the markets this year, as 
much for the spirit you will 
find among progressive mer- 
chants, salesmen and manu- 
facturers, as for the intrinsic 
value of the merchandise pre- 
sented. Rochester plans to 
be the host to 5,000 buyers 
and expressly wants you in 
that goodly number. 

By and apart from the Style 
Show as a Rochester event, 
thereis something in the spirit 
of Rochester which makes its 


BR sentees the City Beautiful, will emphasize the 


Rochester. 


_Ao-** CIRCLES 100 MILES APART 
7 « 
“8t0 


OF INDUSTRY 228,000 





Rochester is a great shoe market. Shoe merchants from 
all over the United States come here once or twice a year to 
buy. Rochester is conveniently located as a market. This 
map shows what an extensive territory can be covered 
from this city in a single night’s ride. Nearly 64,000,000 
people live within twenty-four hours’ traveling distance of 


men and its merchandise distinctive. There is a unity of 
spirit in Rochester—a friendliness among manufacturers, 
merchants and salesmen within the town, and while on the 
road, that marks the city as exemplifying a real spirit of fra- 
ternalism. There is a typical co-ordination of work. ‘The 
manufacturers have a real brotherly feeling toward one an- 
other, despite their frank competitiveness. 

This is one of the features which makes Rochester stand 
pre-eminent in the minds of visitors as a real man’s town— 
a city of business—a city of mutual boosting—a spirit of 
unity of purpose. : 

If you want an idea of it, 
see how a Rochester sales- 
man invariably recommends 
a {Rochester line if the ques- 
tion is put to him as to mer- 
chandise to get to fill in a 
merchant’s want. This may 
be due in large measure to 
the fact that the boys all be- 
long to the Rochester Asso- 
ciation of Traveling Salesmen 
and the rats stick together 
and extol the merits of their 
city of high-quality shoe- 


makers. 
ywa You will also find that the 
ae average length of service of a 


Rochester traveler with his 
house is in the aggregate 
greater than in any other sec- 
tion of the country, due per- 
haps to the development of 
this self-same Rochester affil- 
iation. 

There is much of merit 
in Rochester merchandise, 
methods and manufactures— 
they all make up a multi- 
tude of reasons why you 
should ‘‘Make Rochester 
this Season.” 


—s 


ARE MILES 
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Greerings 


to all retail shoe 
merchants who 
appreciate the 
advantage of- 
catering to the 
women who are 
porticular in- 
their selection 
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ROCHESTER SHOE STYLE SHOW 





The Rochester 


Chamber of Commerce 





To the Shoe Merchants of the United States 


WISH to extend through your publication a hearty 

invitation to the retail shoe dealers of the country 

to attend Rochester’s great Shoe Style Show, January 
9 to 15. There are many reasons of prime importance 
why every dealer in women’s shoes should attend. 

Rochester is a world-center for high-grade women’s 
shoes. From sixty to seventy manufacturers are en- 
gaged in this line. The annuai output of shoes and the 
product of the allied industries is probably considerably 
above $30,000,000 annually. 

Great opportunity for a comparison of the values of 
many makes at the Style Show: Here shoe dealers will 
have the fullest opportunity for the consideration of 
styles, quality and prices. 

Every feature makes for the conservation of time, as a 
buyer can inspect one line and in a few minutes make a 
like inspection of one or more of the numerous other 
lines displayed. Contrast this with a situation requiring 
a visit to different cities widely separated to look over 
the product of concerns which have interested the 
prospective buyer. 

Here a buyer for a chain store organization with a 
heavy order, say $100,000 or more, to place can find 
grouped under one roof the samples of the products of 
the different makers that he expects to have represented 
in his stock. This is of tremendous importance to him. 

Here also, he has every opportunity to meet the 
personal representatives, the proprietors and officials 


SD (RD) 


| UTEL POWERS on January 9-15, will be the scene 


of the Rochester Shoe Style Show, under the direction 
of the Rochester Association of Traveling Shoe 
Retail shoe merchants and the trade in general 





The Rochester Shoe Style Show 


Five Thousand Shoe Buyers Invited 





of the big houses and can gain an intimate knowledge of 
the personnel and the organization behind the lines. He 
will also have an opportunity to visit the plants them- 
selves and there see the equipment and organization that 
is back of the promises of the salesman as to delivery, etc. 

The opportunity will be presented to meet many 
accessories manufacturers, including makers of lasts and 
heels, and to gain in this way a knowledge of many of 
the technical details that will figure in coming styles. 

Not the least is the chance to rub elbows with most 
of the successful shoe dealers of the country, as they will 
gather in hundreds from all sections of this country, and 
from Canada and Europe. 

Fifty rooms in the Powers Hotel will be filled with 
exhibits. Every facility will be provided for the comfort 
and convenience of the visitors. 

It will interest shoe dealers who may not be acquainted 
with the fact that Rochester is one of the greatest centres 
of the world for the manufacture of clothing. The output 
of its factories both in quality and volume place the 
city in the very front rank in this industry. 

Rochester is a great city of homes. Its hospitality is 
proverbial. Visitors to the Style Show will not experience 
a dull moment while in Rochester. 


Roche Chamb of Commerce 


President. 




















have been notified through advertising, personal letters and 


attractive poster stamps in black, gray and orange, of the 


big event. 
to more than 5,000 buyers. 





Special engraved invitations have been mailed 
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ROCHESTER SHOE STYLE SHOW 


Baby Footwear of Excellence 


My Endeavor— 


To manufacture an unexcelled line of 
infants’ footwear is the objective, first 
and always, of this organization. 


To bring together in our product de- 
pendable materials, a high quality of 
workmanship and a daintiness of style 
that will assure the favorable interest of 
dealers in high grade merchandise. 


A visit to our display at the Rochester 
Shoe Style Show, Room 555, Powers 
Hotel, will reveal to you how closely we 
approach our ideal. Or—a mail request 
will bring you samples by return. 


GEORGE J. WILSON 


“The House Without a Competitor’’ 


ROCHESTER, N. Y. 
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Exhibition of merchandise—so comparative tests can be made under 


the same roof is the frankest sort of competition. 


A market that 


can do this each season must have a well-established spirit of 
friendly rivalry whereby merchandise is judged on its merits. 


More Buyers 


The number of exhibitors is greater than ever before and 
the importance of this show is already reflected in the many 
reservations at various hotels by shoe manufacturers, whole- 
salers, retail shoe merchants and buyers from all parts of the 
country. 

Room a Style Show 
The Shoe Style Show of January, 1919, is marked by the 


absence of booths usually to be found in similar affairs, for 
each of the more than fifty exhibits is in a separate room. 








FRED S. BRILL 
Secretary R. A. T. S.S. 


MERLEAU C. SMITH 
Chairman Executive Committee of 


A special luncheon is to be given by the shoe salesmen 
Tuesday for visiting buyers and salesmen from out of town. 
Chairman E. E. Evarts is planning several surprises in the 
way of entertainment. 


National Association Day 


Saturday, the 11th, will be known as ‘‘National Associa- 
tion and Shoe Manufacturers’ Day.’’ Many buyers are 
expected to come here direct from the Annual Convention in 
St. Louis. That night will be a “Feast of Fun and Frolic,” 
in charge of a committee headed by Asa J. Peck. 


H. M. JOY 
Treasurer of Rochester Style Show 


Rochester Style Show 


Each room is decorated with. potted plants, palms and 
other decorations, besides having conveniences for the com- 
fort and ease of freinds who are buying or just looking. This 
virtually makes every exhibit a style show in itself. 

The Rochester Retail Shoe Dealers’ Association will be 
host at a luncheon in the grill room of the Powers at 12.30 
P. M., Monday, the 13th, to visiting buyers, salesmen and 
exhibitors. A programme is being prepared by William 
Pidgeon, president, and a committee composed of F. L. 
Myers, Sr., A. B. Eastwood, Albert F. Smith and Don J. 
Burke. 


The annual banquet will be held at 6.30 o’clock Wed- 
nesday evening, the 15th, in Mirror Hall at the Powers. 
The ball to follow will conclude the style show. The pro- 
gramme will include music by Moll’s orchestra and singing 
by Rochester artists. 

All Members to Receive 

Every one of the 185 members of the Rochester Association 
has been appointed by President Clark B. Rowley to act on 
the reception committee. In addition every shoe factory 
in Rochester will send special representatives to the show 
to greet their customers. 
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The attractive styles in the Pla-Mate line of shoes for children make 
a strong first impression and the quality of the materials will further 
impress parents of the durability. They appeal to retailers on account 
of their many trade building features. Pla-Mates and our complete 
line of low heel styles for young ladies, shown at the 

ROCHESTER SHOE STYLE SHOW 


Jan. 9 to 15 incl. Room 501 


Williams, Hoyt & Co. Rochester, N. Y. 























Pla-Mate Shoes 
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The Executive Committee 

The Executive Committee of the Style Show is composed of 
Merleau C. Smith, chairman, Utz & Dunn Co.; Harry N. 
Joy, treasurer, of Joy, Clark & Nier; Asa J. Peck, of the 
Menihan Co.; Joe P. Byrne, of John Kelly, Inc.; Frank Le 
Pine, of D. Armstrong Co.; Gustav A. Schaub, of the Sher- 
wood Shoe Co.; J. E. Blythe, of Dugan & Hudson Co;. 
Fred S. Brill, of C. A. Eaton Co.; Clark B. Rowley, president 
of the Rochester Association; Harry A. Chase, secretary. 

Other committees are: 

Publicity—J. P. Byrne, A. J. Peck, H. A. Chase. 

Rules—G. A. Schaub, F. J. Le Pine, M. C. Smith. 

Auditing—J. P. Byrne, G. A. Schaub, J. E. Blythe. 

Rooms—H. M. Joy, M. C. Smith, H. A. Chase. 

Entertainment—E. E. Evarts, J. P. Beatty, D. D. Oster, 
G. A. Schaub, A. J. Peck, C. L. Clark, R. F. Schneider, 
W. D. Carhart, F. S. Brill. 

Chairman Merleau C. Smith reports that this show will 
be ““‘The Greatest Ever.” 


Come and Partake of Our Hospitality 


To the Merchants of America 

In stating some of the many reasons for and advantages 
in attending the Rochester Shoe Style Show the Executive 
Committee feels that this season’s show, to be held January 
9 to 15, will be by far the greatest success ever. 

We feel that as salesmen we have a special mission to per- 
form along the lines of imparting what information we may 
have in regard to future prices, what the prospects are for a 
raise in the price of raw materials or a decline as the case 
may be. 

There seems to be a general feeling among the trade that 
prices will rule very firm until such time as we are able tw 
get skins from foreign markets in larger quantities and the 
overhead cost of manufacture is reduced. 

There is no doubt that the average buyer has provided for 
the greater part of his needs for the next six months, but 
past experience has taught us that the actual want of mer- 
chandise is not the only thing that brings buyers from Dallas, 
Texas, and Halifax to our show; they have discovered that 
the touching of elbows with the manufacturer and the sales- 
man who are in the harness all the time is of especial value to 
the man who wants to keep 100 per cent efficient in his 
business, and in this connection I would like to state that if 
you show me a man who insists upon going into the market 
from three to six times a year I can show you a man who 
is in touch with conditions to the extent that he can figure 
out the quick sellers and keep a stock in which nearly every 
number is a live wire. 

This is the type of shoe buyer who has encouraged the 


Alert salesmanship is a factor in the development of Rochester as a 
major shoe market in America—you will find real salesmen— 
friends and councilors to the retail trade at the Style Show—their 
wish is to greet you with a real Rochester welcome. 






Rochester Shoe Style Show with his presence every season, 
and nothing but the most urgent business or sickness ever 
keeps him away, and if you question him he will tell you 
that he never fails to get full returns for time and money 
expended. 

We have a special program of entertainment for buyers 
this season, to be substituted for the former living model 
show, as we feel it would be an injustice to the dealer to show 
models of materials which we are unable to deliver before 
June 1, and we much prefer the spirit of co-operation in giv- 
ing him an opportunity to dispose of his present purchases 

























C. B. ROWLEY 
President of R. A. T. S. S. 


before we create a demand for new styles; consequently in 
place of this feature we decided upon a Smoker for Saturday 
Evening, January 11. 

This will be followed by a luncheon the following Tuesday 
in connection with the regular business meeting of the 
R. A. T. 8. S., and a banquet and dress ball to conclude the 
show Wednesday Evening, January 15. 

I sincerely hope that every retailer who reads this article 
will take advantage of the opportunity to come to Rochester 
and get acquainted. Never mind if you are not in the mar- 
ket for shoes, come and see us and we will send you home 
with a new conception’of Rochester and Rochester hospitality. 

Cc. B. ROWLEY, 
President Rochester Association Traveling Shoe Salesmen. 
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**“Sold’’ on Rochester 
Welcome to the City of Values—Material and Fraternal 


To the Shoe Merchants of the United States:— 

S president of the Rochester Shoe Dealers’ Asso- 
A ciation, I wish to emphasize the genuine value 
. that any one interested in the shoe business will 
receive from a visit to the Rochester Style Show, January 
9 to 15. 

As shoe dealers we feél very proud of our city, and are 
glad to welcome outsiders to it. Citizens of Rochester, 
all of them, are “sold” on their city. The spirit is 
catching and it is like the “flu’’: to get anywhere near it 
is to contract the disease. 

Seriously, though, a visit to the Rochester Shoe Style 
Show, with the large variety of manufacturers and all 
those things connected with shoe manufacturing, also 
the opportunity of meeting so many men of the trade, 
both manufacturers, wholesalers, retailers, and the 
road-salesmen, themselves, is a rare opportunity that 
has untold value of possibilities for good. 


ABSOLUTELY FIREPROOF 


Another thing that impresses one is the fact that 
comparisons can be made quickly, and lines, lasts, pat- 
terns, persons, etc., can be readily compared, here, as 
in other methods, months and weeks must elapse, before 
comparisons can be actually made between lines and 
shoes and values that are of any use. 

Another thought, worth mention, is the social value 
that comes from an affair of this kind. The human 
fellowship, the breaking down of misunderstandings, 
the setting up of new acquaintances and avenues of activity 
in the trade, are just as real as though they represented 
actual money, because these things result in the long 
run in establishing better relations that we capitalize 
and turn into money. 

Many other reasons could be advanced by those 
interested in shoes for all that can should come. 

WILLIAM PIDGEON, Jr. 
President Rochester Retail Shoe Dealers’ Asso. 


Make your headquarters while visiting the 


Rochester Shoe Style Show 


at the 


Powers Hotel 


Staying at the Powers is second nature 
to the man connected with the shoe and 
kindred industries. 


He is sure of a cordial welcome, comfort- 
able room, the best of food and entertain- 
ment and—what he appreciates so much 
—meeting old friends about the hotel. 


If you haven’t already done so let us 
know when you are coming—we will 
reserve a room and meet you at the train. 


POWERS HOTEL CORPORATION 
JACOB MESSNER, Manager 
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Expert Marksmanship 


HE BOOT AND SHOE RECORDER holds a medal for 
Expert Marksmanship. The target at which the RECORDER 
fires, weekly, is compact. Its bull’s-eye is difficult to hit. 


That bull’s-eye is Efficiency--- 
---efficiency in reporting instantly and interpreting correctly the news of the 


great Shoe Industry in its significance to Retail Shoe Dealers, Shoe Manufacturers, 
Shoe Wholesalers and the executives in the great Associated Industries. 


The RECORDER’S shots have riddled that bull’s-eye until it resembles a 


sieve!---and the firing still continues! 


The RECORDER at the Rochester Shoe Style Show 


M UC H of tnierest concerning the BOOT AND S HOE RECORDER and 

its service to its readers and other customers will be shown in a special 
exhibit 1n Room 561 at the Powers Hotel, Rochester, N. Y., during the 
Rochester Shoe Style Show from January 9 to 16. 


Mr. Max E. Eaton, of the RECORDER’S Executive Staff, will be in charge, 


BOOT and SHOEB 


RECORDER 


THE GREAT NATIONAL SHOE WEEKLY 





ROCHESTER 
Shoe Style Show 


SIXTH SEMI-ANNUAL EXHIBITION 
AND FASHION REVIEW OF SHOES, 
LEATHER, LASTS AND MATERIALS 


Held under the auspices of the Rochester 
Association of Traveling Shoe Salesmen 


POWERS HOTEL 


1919 


7, ROCHESTER 
Shoe Style Show 


ROCHESTER. NY. 








January 9-15 
EXHIBITORS: 


Te ROCHESTER 
Shoe Style Show 


ROCHESTER. N.Y. 





Te ROCHESTE 
Shoe Style Show 


ROCHES 


BOOTS & SHOES 
Room No. 


550—Carter, J. W. & 
C 


10. 
504—Coon Co., W. B. 
et. yea & Hudson 


539- «a & Me- 
Carthy 
alle & Co., Inc., 
a 


oet—ahoanes Felt Shoe 
Co., Daniel 

552—Joy, Clark & 
Nier, Inc. 


667—Kalb & Sons, J. 


J. 
554— Kelly, Inc., = 
671—Leach Shoe ( 


569— Mac Master, . I. 

600-2—Menihan 
Company, The 

571—Moore-Shafer 
Shoe Mfg. Co. 

650—Minor & Sons, 
P. W 


606—Piehler Shoe Co. 
559—Reed & Co., E. P. 
654—Sherwood Shoe 
Co. Inc. 
545—Truitt Bros., Inc. 
507—Tuttle Co. Inc., 
The W. E. 
500—Utz & Dunn Co. 
502—Williams, Hoyt 
& Co. 


555— Wilson,George J. 
619—Wright & Peters 
Co. 


LEATHER 
Room No. 
506—Brown & Co. C 


D. 
611—Hecht & Co., F 


565—Lane, C. M. 
608—New Castle 
Leather Co. 
515—Ohio Leather Co. 
508—Pfister & Vogel 
Leather Co. 
620—Schmidt & Co., 

Carl E. 
615—Trostel Leather 
Co. 


LASTS 
607—Empire Last 
Works 
601—Pell & Son Co., 
John 
563—Rochester’ Last 
Works 
610—Stewart & Potter 
Co., The 
656—Dayton Last 


orks 


MISCELLANEOUS 
663—Armstrong Cork 
Co. (Korxoles). 
561 —— & Shoe Re- 


order 
603— —Lynn "Wood Heel 
Co. (Heels) 
573—Shoe and 
Leather Reporter 
Se Retailer, 


e 
603—Spaulding & 
Sons Co., J. 
(Counters) 
668—Staytite Mfg. Co. 
(Heel Fastener) 
603—Traver & Co., 
John G. (Sales 
Agents) 

547— Klee Display 
Fixtures Co. 
(Window  Fixt- 
ures) 


Rochester Bids You Welcome! 


WIRE RESERVATIONS TO STYLE SHOW 
COMMITTEE, CARE POWERS HOTEL 


The ROCTI 
Shoe Style Show 


ROCHESTER. N.Y. 
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Children’s Turn Shoes 
Exclusively for Jobbers 
“‘The Shoes That Fit”’ 
Desbrow Shoe Co., Inc. 
15 Caledonia Ave., Rochester, N.Y. 
BOSTON: 212 Essex St, C c. B. Daniels 

CHICAGO: 19 So. W Wells St. 


COAST: Frank Ward 
SOUTH: J. W. Johnson 

















Levinson Shoe Mfg. Co. 


Largest Manufacturers in 
ew York State of 


Children’s Turn and Welt Shoes 
Jobbers Only 


ROCHESTER 


N. Y. 





Is 








VISIT OUR 
FACTORY 


E are unable to exhibit 
our shoes at the Powers 
Hotel in January, but 

will be glad to show the line to 
Jobbers of Infants’ First Steps 
at our factory, 89 Allen Street. 


Peerless 


Shoe Co. 


Rochester, N. Y. 





Don’t Fail to Visit” 
Room No. 555 


at the 


Rochester 


Shoe Style Show 
Geo. J. Wilson 





F.J. Fox 


Maker of 


Quality Soft Soles 


Infants’ Moccasins 
Finer Grades Only 


Rochester N. Y. 











Always a year ahead 
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$25.00 for a Name 


Send in your ideas for a box 
label. We will pay $25.00 
for the one we adopt 


Desbrow Shoe Co. 





F. S. Elam Shoe Co., 


Incorporated 


Manufacturers for 
Jobbers Only 


Infants’ First-Step Shoes 
Rochester N. Y. 








HOME-OF-INF ANTS FINESHOES 
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Nineteen Hundred 


and Nineteen 


"THE year Nineteen Hundred and Nineteen is going to 
be a good one. 


The manufacturer, the retailer, the consumer—every one 
who has courage and enthusiasm can share in the good 
things which are surely in store for the wonderful new year 


now about to open. 


We present our compliments and extend to dealers our 
best wishes for their success. 


Regal Shoe Company 


BOSTON, MASS. 
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mM 

















TAILORMAID 


Stock No. R-8101 


Cordo Russia Calf 8 Inch Three Quarter Fox Bal; SameJTop; Wing 
Tip, Perforated Vamp and Eyelet Row; 9 Sq. Sole; 12-8 Inch Cuban 
Heel; Invisible Eyelets. 

AA, 41% to7 B, 3% to7 

A,4 to7 C and D, 24% to7 
Style Price . Telegraph-Order 
R-8101 $6.95 Code Word 
POPE 


Regal Shoe Company 


BOSTON, MASS. 
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Bhum Felt Slippers Make the Home Hours Happy.’ 
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The New Blum Line of Felt Footwear for 1919, 
better than ever before, will be on display 
at the Hotel Essex, Boston, during the month 


of January— : 

MR. J. A. SCHWINGEL 

extends a cordial invitation to visiting buyers 
to call and see the latest creations pn Felt 
Footwear. 


| P 2 


BLUM SHOE MANUFACTURING COMPANY — 


ctor7es at 


Danwwile, New York, 
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What the New Year Means 
for the Bates Shoe 


HE twelve good months of 1919 promise to 
be of peculiar interest and value to the Bates 
Shoe. We foresee clearly these important things: 


1. Wider appreciation of the improvement 
in the make-up of the Bates Shoe due 
to a strengthened factory organization; 


More conspicuous recognition of the 
desirability and salability of Bates 
sensibly-priced shoes—a lesson taught 
by Government war-time. regulation; 


Growth and further systematizing of 
all the Bates Shoe advertising, including 
publicity helps for Bates Dealers; 


Marked growth of the distribution of 
Bates Shoes among capable retail 
dealers. 


Our plans for 1919 are well worth the consideration of the 
enterprising dealers in each community where the Bates 
Shoe is not now represented. 


A. J. BATES COMPANY 


Central Distributing House 
328 WEST MONROE ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 
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ing business. 


You Get Out of a Shoe Just 
What the Maker Puts Into It 


ND because our customers have found that 
we are putting more into our turn shoes 
than most manufacturers making similiar grade 
footwear, they are giving us constantly increas- 
No matter how critical or exact- 


ing, our turns will not disappoint — There is 
quality in every pair. 


ELLIS-EDDY COMPANY 


SHOEMAKERS 
HAVERHILL, MASS. 


BOSTON OFFICE 


- 207 ESSEX STREET 





has a meaning. 


The inner circle represents the unity of 
credit action of the concerns who consult 
our Credit Department. 


The outer circle represents our Credit 
Department that surrounds its members 
with the protection of the current credit 
information constantly coming to this 
center. 


The Credit Clearing House 
‘Builder of Better Credits” 
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Offices in all important cities 
| Executive Offices: 440 Fourth Ave. New York, N. Y. 
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OU will find the Honor- 
bilt Line a profitable 
one to stick to because 


those who .wear Honorbilt ad 


Shoes stick steadfastly to the ° 
Honorbilt Merchant. z 
This is because the supreme : 
quality of Honorbilt Shoes gives 2 
exceptional service and complete 2 | 
satisfaction. Z 
F. Mayer Boot & Shoe Co. Z 
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VERY manufacturer must figure the 
cost of all material wasted when ‘he 
fixes the price of a shoe. By using 
Korxole, the flexible cork innersoling. 
he has less scrap than with leather, 


Sc ik a p— Therefore he is able to give the retail 


merchant a better shoe at the same 


W. ho P ays Fi or [ t Y) pile. Specity Kecsele saeatiical talk 


lines. 


Armstrong Cork Company 
132 Twenty-third St., Pittsburgh, Pa. 


Branches in the Principal Cities 


Reg. U. 8. Pat. Of. 


“The Flexible Cork lanersole Thet's Built Into the. Shoe: 
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The Primitive 
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1—Rawhide Sandals 
ave Man 


ee 


“ee Sandals 
gyptian 


vy 


3—Spiked Sole Caliga 
Roses Soldier 


oo 


4—Immense Sandals 
South African Warrior 


eo & 


5—Tcharik 
Serbian Peasant 


wo & 


6—Opanka 
Greek Bridegroom 


’ & 


7—Opanka 
Greek Bride 


HE shoe industry is coeval with man. It has 
marched down the ages from rawhide sandal to 
the perfected footwear of the present hour, from 

the caveman of Neideranthal to the belle of Fifth 


Avenue, Mayfair and the Parisian boulevard. 


War and the old year are behind us; Peace and the New 
Year are here. 


The United Shoe Machinery Corporation brings to the 
new days the old spirit of service and work, strengthened, 
refreshed, renewed and eager to face and solve the prob- 
lems of industrial readjustment and national rehabil- 
itation. 


We bring to the Shoe Industry of America a restatement 
of our confidence, its ability to conquer all difficulties 
and answer all questions 1919 may present us with. 


As in the past so in the future the strength and sound- 
ness of the Shoe Industry will be in the unity of purpose 
and action of its units, the frank relations and mutual 
reliance of each with the other, and the realization of all 


5 : 6 7 
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and the Present 


of the old truth that helping our neighbor helps us, and © 


builds up a healthy and harmonious whole, where pro- 
ductive rivalry is wholesome, generous competition is 
stimulating and both are the fostering elements of 
profitable and permanent industrial conditions. 


UNITED SHOE MACHINERY 


CORPORATION 


BOSTON 23 33 2: MASS. 
BRANCH OFFICES 


New Orleans 

New York...... 
Haverhill, Mass Philadelphia "221 North 13th 
Johnson City, N. Y....... 124 Main Rochester, N. Y............ * 130 
Lynn ,Mass .806 Broad i 


8—Hard Leather 
Sandals 
Shepherd 


ew & 


9—Sandals 
Peasant of Middle Ages 
wo & 


10—Pin-Hiwe Boots 
Chinese’ Mandarin 


oo 


11—Meste Boots 
Algerian Soldier 


ve & 
12—Velvet Boots 


Polish Noble, XVIII 
Century 


ey 


13—Sealskin Boots 
Nomad of Amur 


eo 


14—Wariji Sandals 
Japanese Peasant 
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We Have Reverted to Our Before- 


the-War Manufacturing Program 


The trenches in Flanders are empty and it is no 
longer necessary to keep supplying the boys “‘over 


there” with U. S. “Protected” rubber boots. 


So, instead of making trench boots almost exclusively as we 
have been doing, we have reverted to our before-the-war manu- 
facturing program, and will soon make up the shortage that 
exists in the supply of heavy-service, double-duty U. S. 
“Protected”’ rubber footwear. 


Uncle Sam has furnished “‘our boys’ with the best rubber 
boots that money can buy, and, in both the Army and Navy, 
there probably are as many U. S. ‘‘Protected”’ rubber boots 
_as all other brands combined. 


Outdoor workers everywhere recognize the dollar-for-dollar 
value of “U. S.”’ quality. It means rubber boots of the 
sturdiest construction, reinforced where the wear is greatest, 
yet entirely comfortable. 


Every pair of U. S. “Pro- manufacturer-in the world. 
tected” rubber boots bears Millions look for it asa 
the “U. S. Seal’—trade sign of safety in purchas- 
mark of the largest rubber \ ¥/ ing rubber footwear. 


United States Rubber Company 


New York 


Dec. 28, 1918 
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BOOTS AND SHOES 


Manufacturers Shutting Down Till 
New Year’s 


This week is naturally a broken one, 
with a holiday in the middle of it, which 
in many lines of the industry is stretched 
to a vacation period of a week or two. 
Most of the footwear factories have 
closed down, some for only a few days, 
and others for longer periods. The re- 
tail demand varies with the weather 
conditions in the various sections, and 
the jobbing houses are continually 
shipping boots and shoes. There is a 
steady call for boots of all heights, and 
the demand for  perfections con- 
tinues. 

Much interest is manifested, and, of 
course, considerable curiosity as to the 
course of the various rubber manufac- 
turing companies in issuing new price 
lists. While they are uncommunicative 


as regards the future, the general belief - 


is that they will follow their policy of 
several years’ standing, by announcing 
new prices promptly January 1. Opin- 
ions are not so universally alike regard- 


ing the prices themselves, some claiming . 


that lower prices should be made, or, 
what is the same thing, larger discounts, 
while others argue that with cost of 
materials and labor higher than they 
were a year ago this date, there can be 
no hope of getting rubber footwear 
cheaper. 

However, January 1 is nearly here, 
and the present uncertainty can last but 
a few days longer. The whole trade 
hopes for a prosperous year, with prices 
right, the weather conducive to good 
demand, and the mills in condition to 
fill all orders. 


TENNIS LINES 


Manufacturers Still Rushing on 
Orders 


No material change is to be noted in 
the tennis goods situation. The manu- 
facturers have been busy on these lines 
ever since September, yet there are 
more goods to be made to fill orders which 
should be ready for delivery by March 1. 


SUH AHA 


The Rubb. er Realm 
Market Review of Rubber 
Footwear, Supplies and Prices 


The companies still lack sufficient help 
to run their factories to full ticket, and 
are advertising for learners, as well as 
experienced workers. It is hoped that 
the discontinuance of work at the muni- 
tion plants will result in the return to the 
rubber and. other industries of those 
who deserted their old occupations, 
lured by the higher compensation in 
such war-material factories. 


CRUDE RUBBER 


Removal of Restrictions May Affect 
Prices 


The position of crude rubber as an 
imported raw material is now much 
more favorable. The War Trade Board 
has announced that all restrictions have 
been removed upon the quantity of 
crude rubber imported, and applica- 
tions for licenses to import will now be 
considered, without limit as to quantity. 
The Board has also withdrawn the Gov- 
ernment option prices, and will require 
no further undertaking relative to max- 
imum values. However this applies 
only to importation of rubber from 
countries of origin. Application for 
import licenses other than from rubber 
growing countries will not be considered 
until some date in February. This 
announcement has in no wise stimulated 
buying in the New York market. This 
is the quiet season as regards demand, 
and consumers are more interested in 
inventories than in increasing stocks. 
Under this influence, prices are none too 
strong, but are nominally the same as 
reported a week ago. We quote: 


Upriver fine para....... 
Islands fine para 
Upriver coarse para 
Islands coarse para 
Caucho ball upper 
Caucho ball lower 


First latex pale crepe 

Brown crepe 

Smoked sheet 6 
Mexicans and Centrals.... .37—.39 
Guayule, wet .35 
Guayule, washed and dried .48 
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SCRAP RUBBER 
Business Continues Quiet 


There is practically nothing doing in 
the scrap rubber market, and while 
prices are nominally unchanged, as far 
as quotations go, there is a weakness . 
which presages a decline unless demand 
comes in stronger from reclaimers. 
Dealers are loth to offer any prices, and 
as they are well stocked up, some, at 
least, refuse to purchase at any price. 
If dealers have any old rubbers on 
hand, they may as well hold and add 
to accumulations, for they’re likely to 
get better offers for their stocks later 
than they can today. We quote: 

Boots and shoes $7.90 to $8.10 per 
hundred in Boston; $8.00 to $8.25 in 
New York; $7.75 to $8.00 in Phila- 
delphia and $7.30 to $7.40 in Chi- 
cago. 

For trimmed arctics, Boston’s quota- 
tions are $6.30 to $6.60; New York, 
$6.25 to $6.50; Philadelphia, $6.15 to 
$6.40 and Chicago, $6.00 to $6.40. 

Untrimmed arctics bring $5.10 to 
$5.50 in Boston and New York and $5.00 
to $5.25 in Philadelphia. 


Rubber Association 
Banquet 


The nineteenth annual banquet of 
the Rubber Association of America, Inc., 
will take the form of a Victory banquet, 
and will be held in the grand ball room 
of the Waldorf-Astoria, 5th Avenue and 
34th Street, New York, on Thursday 
evening, January 16th, 1919. 

An excellent program has been ar- 
ranged by the Banquet Committee, con- 
sisting of Tracy S. Lewis, (chairman); 
Horace De Lisser and Wilson G. H. 
Randolph. 

President B. G. Work, of the B. F. 
Goodrich Co., Akron, will preside. 


According to rubber experts the out- 
look for rubber and tennis -business dur- 
ing the coming year is most encouraging. 
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Great events have so shaped themselves that 


the merchant is now face to face with one of 
the greatest and best opportunities ever known. 















The “Just i ah line can be 
seen at Booth No. 7, Room 204, 
Aust Wri Statler Hotel, and at our sample 
rooms in the Maryland Hotel. 


SHOE Representatives—K.Fred Pitcher, 
Detroit, Mich.; Clarence amg 
Sos No. 136 Columbus, Ohio: George White, St. 
CHERRY RED CALF BROGAN BAL. “#714 Or $n attendance. 
ARISTOCRAT LAST 
Lapped Heel Seam 


AA to D 5 to 11 
Price $6.50 















HE biggest minds in the manufacturing, mercantile and financial 
field are one on the view expressed above. It is everywhere con- 
ceded that during the reconstruction period we will witness an 
unparalleled era of prosperity. Early preparation to capitalize your 
advantages promises the realization of all expectations. An agency 
for “Just Wright” shoes, established now, will show: results little 
dreamed of in the years to come. ; 











We CAN Deliver from Stock 


E. T. WRIGHT & CO.,, Inc. 


ROCKLAND, MASS. 







Boston, 183 Essex St. 
New York, Marbridge Building 
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News in iw Markets 


and Merchandising, 
ments in America’s Shoe Centers 


Parr 


Manufac 


Cincinnati shoe men have been doing 
a good business before the holiday sea- 
son, with slippers and similar goods hold- 
ing the front rank, as-usual. While the 
influenza epidemic hurt business some- 
what up to the early part of last week, 
the scare seemed to pass off as the time 
went on and fewer cases were also re- 
ported, so that by the end of last week 
people were going about as usual. 
Crowds in the stores were just as large 
as in most Christmas seasons, and no- 
body was heard to complain about poor 
business. Besides slippers, general shoe 
lines have also been in demand, gift 
certificates for shoes being a popular 
present. Several stores have had a big 
business in this respect. There has 
been little change in the kind of shoes 
called for, browns and grays being best 
in the women’s lines and cordovans and 
tans with men. 


The Rubber Situation 


One line which has been very back- 
ward this season so far is rubbers and 
other overshoes. The difference is con- 
siderable between this season and last, 
and the weather makes the difference. 
Last year December was full of snow, 
with severe cold, and overshoes were 
one of the best lines in the shoe stores. 
This year, however, the month has been 
very mild, with very little rain and no 
snow and there has not been any demand 
for rubbers. The Government has 
needed many of these goods, such as 
heavy arctics and rubber boots so that 
retail stocks are rather low, but the trade 
could have handled much more business 
in overshoes if there had been the de- 
mand. 


Resolutions on Capt. Pogue 


Beecher E. Hess, secretary of the 
Chamber of Commerce shoe retailers, 
was one of a committee which prepared 
resolutions last week on the death of 
Capt. Samuel Pogue; of the Pogue 
Company. The resolutions were adopt- 
ed by the Retail Stores Association of 
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the Chamber of Commerce, of which 
Capt. Pogue was a member. 


James P. Orr, Chairman 


James P. Orr, of the Potter Shoe Co., 
was chairman of the committee in 
charge of arrangements for a dinner on 
the evening of December 16 tendered 
Julius Fleischmann. Mr. Fleischmann, 
many years a leading citizen of Cincin- 
nati, left this city to take up head- 
quarters in New York. A testimonial 
dinner was arranged, which was at- 
tended by several hundred prominent 
men and by many shoe manufacturers 
and others in the trade. The affair was 
one of the most notable of the year in 
Cincinnati. 


Now Colonel Lape 


News has been received in Cincinnati 
that H. N. Lape, secretary of the Julian 
& Kokenge Co., has been promoted to 
the rank of Colonel in the Red Cross. 
He went to Atlanta not long ago to be- 
come head of the Red Cross in the 


Develop~ 
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South, with the rank of Major, and his 
work has been such that his promotion 
was soon accomplished. 


To Attend National Convention 


Cincinnati shoe manufacturers and 
shoe salesmen, as well as the retail mer- 
chants are getting ready to attend the 
National Shoe Retailers’ Convention at. 
St. Louis. Attendance among the man- 
ufacturers is not only of those who will 
exhibit, but many others. One reason 
for their going to St. Louis is to find out 
what the retail merchants are looking 
for next season. 


Cincinnati for 1920 Convention 


Cincinnati travelers are hoping to 
land the 1920 Convention of the Na- 
tional Shoe Travelers’ Association for 
the Queen City, and are going to Chica- 
go prepared to put up a hard fight for 
the honor. They are authorized to 


- invite the association to come to Cin- 


cinnati for the following year, and while 
it is not known what other cities will be 
after the convention, they believe that. 
the advantages of Cincinnati are such 
as to entitle it to the convention. 


Lynn 


Regulation Styles Refined 

“‘We’re sticking to regulations like print 
on paper,” says Mr. Stetson, of the Watson 
Shoe Co. “We believe in them. We 
believe in them so much that we are 
refining them, through the improvement 
in our shoemaking. We'll have some 
handsome shoes in the Boston market in 
January. Models will wear them in ‘Bob’ 
Walsh’s style show. 

“With the new year, we begin to make a 
lot of white boots, both boots and oxfords. 
White welting and natural bottoms are 
on our goods. We're well sold ahead on 
Spring and Summer merchandise.” 


Free Trolley Service 


Ralph Bauer, leader in Lynn affairs, 
recommends that the city take the trolley 


car lines, and run free car service in the 
business district. 
“If it is reasonable for people to ride 


‘up and down in elevators free of charge, 


it is also reasonable for people to ride 
back and forth in cars free of charge,” says 
Mr. Bauer. 

Shoemakers naturally approve of the 
plan. It will save.each one of them $30 
a@ year on transportation. — 

But what would be the effect of ‘ane 
transportation on retail trade? People 
would climb on cars to ride to the leading 
retail stores. Doubtless, trade would be 
concentrated along the trolley car lines. 


Pioneer Publicity Corps Opens the 
Way 

“T see,” said a Lynn designer, “that 

the pioneer publicity corps is going into 
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P. J. Harney Shoe Co. 


Factory, Lynn, Mass. 
Boston Office 
183 Essex Street 





















Tober-Saifer Shoe Co. 


NOVELTY BOOTS 
AND OXFORDS 


IN STOCK. Ready to Ship 
Write for Catalog 
















The House of Service 
Novelty Footwear 
IN STOCK 
In Narrow Widths 


VINSONHALER SHOE CO., 
1211 Washington Ave., St. Louis 



























1508 WASHINGTON AVE. 
St. Louis,Me 


Novelties in Stock 
For At Once Shipment 

















The Easiest Selling House Shoes 


Large Welts 
Variety and 
in Turns 


Stock ani R T osm 
Lane Brothers Co. arian. ave. Boston 


















W.C. Cushman & Co. 
FLOOR JOB SPECIALTIES 


In Women’s Welts and McKays 
When in Town Call on Us at 


403 Albany Bid., Boston 


New York Office, Duane St., Room 32 

















The Line of 100 Styles 
of Comfort Shoes 


ts — Oxfords-— Bals 
**Polleh—Button—Theo 


ned — Men's Sippers 
TIMSON BROS,, Ine, 
Boston, Mass. 














SYSTEMS IN SHOE 
STORES 


Equipment, accessories, specialties ; 
what to use and where to get it, 
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action, and I am expecting that it will 
open the way-for us shoe men to develop 
our business, particularly our classy 
styles. 

“This pioneer publicity corps is carrying 
on an advertising campaign to popularize 
fine shoes of white and gray kid leather for 
peace time wear. They won on it before, 
and they'll win on it again.” 


Salesman Returns 


Everett Lally, salesman for Mitchell- 
Caunt Co., has returned to his position 
from an officer’s training school, and he 
will have a new line of samples to show 
buyers in Boston market in January. 
Oxfords, pumps, and some white goods, 
as well as boots, will be among them. 


Making Gray Side Leather — 


A Peabody firm is making a lot of gray 
side leather of cow hides. It will be used 
for women’s shoes. 
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No Sales on Satins or Suedes 


Salesmen for a Lynn firm, making a 
classy line of shoes, haven’t taken an 
order for satin or suede shoes. ‘They had 
them in their lines, but they did not push 
them. 


No Figures on 1919 Business 


Lynn has no figures on shoe shipments 
for 1918. Business has been so mixed 
that the recording angel alone could have 
kept the record of it, and, doubtless, he 
was otherwise busy. 


Shoes for Swiss 
Williams & Clark are making shoes for 
Switzerland. 
From Saugus 
Smith & Best, makers of children’s 


shoes, have come down from Saugus to 
787 Washington Street, Lynn. 


Philadelphia 


Holiday Business in the Retail Trade 


No great volume of business is looked 
for during the holiday week except per- 
haps the specialty business that im- 
mediately precedes Christmas, and judged 
by the volume in these lines showed on 
the records for the week ending Saturday 
last, there is every reason to believe that 
the first two days of the present week 
will be decidedly active. 

Holiday business as a whole has been 
very gratifying to the retail shoe trade, 
and this is a rather fortunate compensa- 
tion, for general conditions had a ten- 
dency to withhold the ordinary business 
that might be looked for at this time. 
Weather conditions through practically 
all of the Fall and thus far into the Winter 
have not been conducive to the sale of 
very much heavy wear, or rubber stocks, 
and in consequence the general condition 
of the trade has continued to be somewhat 
quiet. Holiday business on the other 
hand has shown a very interesting in- 
crease in shoe accessories, boudoir slip- 
pers, hosiery and the like. 


Demand for Felts 
The demand for felt slippers has been 


‘ very strong, but owing to difficulties of 


production the supplies of these have been 
limited to some extent. Where stocks are 
available, the demand has however, been 
very satisfactory. In general business the 
retail trade now is not looking for any 
considerable increase in activity until the 
holidays are past and business resumes its 
normal routine. From that point on the 
general opinion is that volume will be 





controlled largely by weather conditions. 
There is of course ample stock on hand to 
take care of all business that may come to 
the stores and is pretty generally distribu- 
ted through all classes of merchandise for 
which a demand may be expected. 


Present Sales Indications 


Present sales show the continued popu- 
larity of brown stocks as well as black and 
to a less, but still considerable extent 
combinations in the women’s lines; while 
in men’s footwear the call stil] continues 
very strongly for the dark tan shades. 
The steady release of men from military 
service has stimulated the sale of men’s 
footwear to an appreciable extent, and 
continued increase along these lines is 
anticipated by the trade. 


Capt. George Wynn Returns 


Capt. George Wynn, who was in charge 
of the Chicago territory for J. Edwards 
& Co., of this city, but who entered the 
service of the Red Cross very soon after 
our entrance into the war, sailed from 
France on December 21, for home. He is 
expected to arrive within the next few 
days. His rank in the Red Cross service 
was that of captain, and his post in 
France was a very active one, he being in 
charge of one of the largest bases there, 
and has performed these duties for over 
six months. 

His experiences as detailed briefly in his 
correspondence have been really remark- 
able and. the achievements of the Red 
Cross under pressure have been little 
short of phenomenal. All the way through 
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and anticipates spending considerable 
time in conference at the factory before 
returning to his Chicago field. 


Mr. Wynn writes he has had a remarkably 
busy time and is very anxious to return. 








He will at once take up his regular duties 


& outh 


Although numerous reports have been 
coming in concerning cancellations of 
orders on the part of retailers in some 
sections of the country, it appears as 
though Louisville dealers have been 
perfectly satisfied with all orders placed 
and with the possible exception of one 
or two houses carrying military goods, 
no traces can be found of cancellations. 
The handlers of high-grade men’s, wom- 
en’s and children’s shoes believe that 
they will have a very fine Spring season 
and that all stock purchased will sell 
readily, whether purchased to sell at a 
price or otherwise. 


No Cut-Price Sales 


Byck Brothers, the Boston Shoe Co., 
Rodes-Rapier and Crutcher & Starks, 
have advertised no cut-price sales of 
any kind, nor offered merchandise at 
comparative values. These houses in 
some cases have made reductions, but 
not advertised them, being forced to 
cut prices somewhat in order to keep in 
line with the dealers offering half-price 
sales. However, Byck Brothers haven’t 
cut a cent on any of their high-class 
military boots, and have been re-order- 
ing steadily. ‘The demand for military 
goods has continued heavy, as there 
are several thousand officers at Camp 
Taylor and Camp Knox who will need 
merchandise for some months to come. 
Fifteen thousand men have been mus- 
tered out at Camp Taylor and several 


thousand at Camp Knox andJthere are 
many thousands of men to be. mustered 
out. At the same time Camp Taylor 
has been designated as mustering-out 
quarters for a radius of 350 miles, for 
men returning from France. While the 
Government during the past few days 
has changed its rulings, and announced 
that privates would be allowed to wear 
and keep such clothing as they wore 
from the camp, instead of returning it 
within three months, hundreds are 
buying new shoes, leggings and other 
equipment before going home, in order 
to spruce up a bit for homecoming. 


News of Men and Shoes 


E. M. Cohen, of J. Bacon & Sons, re- 
cently had a visitor in the person of 
Jim Baker, who is connected with Lord 
& Taylor, as shoe merchandise man. 

Fred Levy, head of Levy Brothers, 
has been spending several weeks in the 
East in connection with Spring buying, 
and handling some of his interesting 
side projects, which include moving 
pictures. 

G. R. Burton, of Crutcher & Starks, 
recently returned from a business trip 
to Chicago, where he placed additional 
orders for military as well as some civil- 
ian merchandise. Mr. Burton stated 
that the company expected to open a 


store at Camp Knox in the Spring, as - 


the Government has announced that the 
camp would be permanent. 


Chicago 


Christmas Business Good 


Propaganda issued to the public this 
year to give gifts of a practical nature 
and thereby uphold the thrift spirit that 
is so essential nowadays has had a de- 
cided effect on the public, so much so 
that gift certificates for the exchange of 
merchandise of usable character played 
a big part in local conditions, which re- 
acted on the trade in a very favorable 
way. Certificates for the purchase of 
shoes were sold in good numbers by all 
the stores. Hosiery, slippers and buckles 
had a wide call as Christmas gifts. 


Business Conditions Unchanged 


Conditions locally show no material 
change. Business on State Street is 


fairly active, and peace is resulting in a 
better business rather than a duller one. 
The men’s stores are beginning to pick 
up a large volume of business from the 
boys who are coming home. The 
women’s stores are selling a good pro- 
portion of browns, as well as two-tones. 
While the merchants aren’t buying 
heavily, they are adjusting their stocks 
and getting ready for inventory, and 
after the first of the year they will be 
ready to purchase their needs. 


Will Exhibit at the Convention 


Polay-Jennings Fixture Co. will have 
on display at the National Shoe Re- 
tailers’ Convention a complete line of 
new design wood period shoe fixtures, 
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and will be represented by three men 
from their Chicago factory. The Hecht 
Fixture Company will show an exclusive 
line of glass shoe fixtures. The flexible 
Shoe Mfg. Company, J. P. Smith Shoe 
Company, George E. Harrison Shoe 
Company, Levie Shoe Company, Ameri- 
can Shoe Polish Company, Hylo Mfg. 
Company, Converse Rubber Shoe Com- 
pany, Venus Arch Support Company, 


Dec.. 28, 1918 


Smith-Wallace Shoe Company, Wilkey 
Laboratories and Scholl Mfg. Company 
already have arranged for booths. 


Chicago Retailers Will Hold Election 

A special meeting of the Chicago Shoe 
Retailers’ Association was called at a 
12.30 luncheon at the Palmer House on 
Thursday, December 26, for the purpose 
of electing new officers for 1919. - 


New York. City 


New York etores have been doing 
wonderful work in the way of window 
displays during the holiday rush. This 
not only applies to the manner in which 
merchandise has been displayed but also 
to the character of the fixtures used and 
the lighting effects. This has been par- 
ticularly praiseworthy. The store win- 
dows were artistically, as well as bril- 
liantly lighted and the night business 
as a consequence ‘has been exceptionally 
good. Especially so in the neighbor- 
hood stores. 


Uncovered Lasting Tacks 


Several of the merchants in town have 
raised the question regarding liabilities 
arising from injuries due to uncovered 
lasting tacks in shoes. One merchant 
said that a man the other day came into 
his store, asked for a pair of shoes, was 
properly fitted and then in removing 
the shoe from the left foot, the toe was 
scratched and in a few days blood poison 
developed. The customer is threaten- 
ing suit, although the doctor, who was 
sent to see customer by the mer- 
chant, reported that the injury was not 
very serious—that it merely incapaci- 
tated the man for three days. The 
question is, does this liability revert to 
the merchant or the manufacturer? In 
this connection, it is urged that manu- 
facturers be particularly careful: Shoes 
should be properly examined before 
they are put up for shipment. 


On Shoe Prices 


Apropos of an advertisement that ap- 
peared in a Boston paper, casting reflec- 
tion on the shoe prices charged by some 
merchants and manufacturers, Mr. 
Dougherty of Wanamakers had this to 
say: 

“I believe in dealing honestly, re- 
gardless of what the others may do or 
say. My slogan is sell good merchan- 
dise at a fair profit and pay no attention 
to the methods adopted by certain un- 
scrupulous concerns. Those fellows 
run their race and it is a pretty short 
one at that. You cannot build business 
on the foundation of falsehood. I am 
not the least bit disturbed by what 
other merchants say in lying advertise- 
ments. 

“It would be good business sense at. 
this time to merchandise on the basis 
that the public does not expect to pay 
war prices. And that everything should 
be done to keep the price of shoes where 
it is and not let it go higher.” 


A Word from John Slater 

In the course of a talk on: post-war 
merchandising, John Slater said the 
other day that he operates on the basis 
of getting from under as fast as pos- 
sible when he realizes at any time that 
he has made a mistake. That there 
was no sense in coddling stickers, for 
what are stickers today will remain 
stickers tomorrow. 


Rochester 


One cap hardly conceiye what Santa 
Claus would have done this year with- 
out Daniel Green and the -many other 
kind gentlemen who have given so 
generously of their wonderful assort- 
ment of ‘“‘Comfys” “‘Romeos,” boudoir 
slippers and every imaginable kind of 
house slipper for everybody—from our 
grandparents who never before saw 
such a useful giving Yule-tide, down to 
the wee little tots to whom Xmas 


means nothing more than a holiday 
with “foo ah! so many pretty new 
things and such good things to eat.” 


Gifts for Entire Family 
Every department store and specialty 
shop, whether heretofore shoes have 
been handled here or not, have answered 
to Uncle Sam’s call for useful giving 
and had purchased abundantly of this 
line of wear. The many beautiful 























SILVER and GOLD Cloth 
y. Slippers are in much de- 
mand this season. They are 
not only absolutely correct, 
but lend the touch of com- 
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gowned. 

Anticipating this demand we 
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a quality guaranteed not to tarnish. 
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colors and hundreds of attractive de- 
signs are irresistible to the shoppers, who, 
not only in Rochester, but it seems in 
every corner of the globe, have thronged 
enthusiastically to these counters. The 
old adage “‘Don’t spend all your money 
in one place” might well be applied 
here. In a number of cases, the gifts 
for the entire family have been selected 
from this one department, and the 
customers seem well pleased, too. 


**Puss-in-Boots”’ 

Of course kiddies the world over 
“just love’ the red felt “Comfy” 
slippers in high cut ‘Puss-in-Boots” 
design. And who couldn’t just go into 
raptures over those dear little pink and 
blue felts with pictures of bunnies and 
things in white on the vamp? And one 
can find even the tiniest sizes of Romeo 
slippers with fur trimming around the 
edge of the tops. For the older children, 
the Himalaya cloth slippers exactly 
like big sisters’, and those of the 
Indian moccasin type are most desira- 
ble. 

Attractive Evening Slippers 

The more expensive gifts in this line 
are evening slippers in gold, silver or 
satin; and selections from the advance 
showing of slipper buckles in rhinestone 
designs. The latter are in exquisite 
designs and will prove to be the height 
of fashion this Winter both for evening 
wear and matinee use at the tea dan- 
santes. 

Sale of Skating Shoes 

While skating season proper has not 

opened in Rochester as yet, the sale of 
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skating shoes has been very extensive, 


and they are found to be most accepta- © 


ble gifts. 

Aside from the general holiday busi- 
ness, O. K. Johnson of the Wm. 
Eastwood & Son Co. stores reports 
that the retail shoe stores show con- 
siderable gain ahead of'all records of 
years ago. Conditions as a rule are 
very good, considering also that we are 
experiencing real mild weather, with 
not half enough actual Winter to suit. 


Service for Humanity 


The reputation of The Harry H. 
Phelan store at Andrews Street does 
not bear only on the good service 
rendered in the shoe line and unusual 
values of its goods, but the humani- 
tarian qualities of Mr. Phelan’s own 
personality is well known, also the 
other day when an apple core lodged in 
his throat and he feared choking, a 
young lad—sixteen years old, rushed 
into the store appealing for assistance. 
Neither Mr. Phelan nor his staff were 
too busy to drop all holiday rush long 
enough to call an ambulance and after 
the proper care sent the boy home, 
frightened but nevertheless all right. 

An Advancement 


Friends of Charles F. Story, formerly 
advertising manager and salesman for 
A. E. Nettleton Co. of Syracuse, will 
be pleased to learn of his advancement 


‘to secretary and treasurer of the W.ood- 


hull, Goodale & Bell, Inc., of Rochester. 
This concern has taken over the 
business in Syracuse of the same name. 


St Louis 


The retail shoe stores enjoyed a be- 
lated rush of business in their children’s 
departments as a result of the removal 
of the influenza ban on Friday, Decem- 
ber 20, effective the following day, per- 
mitting children under sixteen to enter 
stores during the morning hours. In 
consequence there was a very decided 
increase in the business done in the de- 
partments, which had been operating 
under difficulties for the past several 
weeks. The general Christmas business 
was very heavy, and a final casting up 
of the accounts will probably show that 
it was the biggest holiday business ever 
done by the retail establishments in their 
history. The public, released from the 
war pressure, developed a spending 
mood which ran to great heights, price 
being apparently no object in the pur- 
chases, so long as the eye and the foot 
was satisfied. 


In Charge of Large City Trade 


A. G. White, who returned recently 
from Camp Pike, Little Rock, Ark., 


. where he had been in training in an offi- 


cers’ camp, has taken over new duties 
with the Brown Shoe Company, and 
will have charge of the development of 
the larger city trade in children’s, 
women’s and men’s footwear. He is 
making plans now to get actively into 
the new work with the coming of the 
new year. In the advertising depart- 
ment he will be succeeded by P. M. 
Fahrendorf, who has been one of his 
aids, and who was in charge of advertis- 
ing during Mr. White’s restricted effort 
to gain a commission in the United 
States Army—restricted by the sudden 
end of the war. 


McElroy-Sloan to Move 


John H. Wilson, advertising manager 
of the McElroy-Sloan Shoe Company, 
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Everybody in the SHOE TRADE 
knows uS, originators of labels 
for Shoe Cartons. Send for sam- 
ples which speak for themselves 
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has been, for the past ten days at Lynch- 


* burg, Va., in conference with Craddock- 


Terry Company officers with relation 
to new plans for the coming year, the 
two companies being associated in their 
manufacturing and distribution of foot- 
wear. The McElroy-Sloan Company 
will remove during the holiday period 
to its new quarters just west of their 
present location, while its present quar- 
ters will be occupied by the tenant of 
the building to which they are removing 
—a wholesale hat house. 


The Catalogue Period 


The manufacturers and wholesalers 
are getting into the catalogue period, 
and preparations are being made for the 
Spring announcements of all the houses. 
The catalogues for the new season will 
naturally be limited in types because of 
the still prevailing restrictions on foot- 
wear, but they are to be generally fol- 
lowed up with new ideas and supple- 
ments bringing them up to date as 
designs develop and trade conditions 
change—a result of the readjustments. 
While it is still regarded as a sellers’ 
market in footwear, it is regarded as 
self-evident that buyers will have more 
and more to say about their merchan- 
dise as readjustments proceed and it is 
proposed to be well intrenched by adver- 
tising when the buyers’ dominance of 
the market increases. 


Annual Christmas Party 


The annual Christmas party of the 
employees of the Stix, Baer & Fuller Dry 
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Goods Co., operating the Grand Leader 
department store, was given Saturday 
evening, December 21, on the sixth 
floor of the store building. The party 
was in the charge of the Good Fellows’ 
Club of the store, and was in recogni- 
tion of the efforts of the employees of the 
store during the Christmas rush. The 
junior employees of the store were re- 
membered in a substantial way Tues- 
day evening of this week, baskets of 
Christmas cheer being distributed to be 
taken home when the store closed that 
evening. 


St. Louis Business 


The casting up of figures for the year 
1918 in the shoe business of St. Louis, 
is being made and the reports for the 
fiscal years of the local houses are giv- 
ing indications that the total for the 
year will be the largest in the history of 
the market, despite the fact that sales- 
men were placed on a quota basis because 
of the shortage of factory facilities due 
to the reduced supply of labor and the 
limitations on materials. One house 
will show a total business in excess of 
$50,000,000, another will exceed 
$35,000,000, still another goes beyond 
the $20,000,000 mark according to pre- 
liminary figures, and other houses also 
show large increases in shipment. values. 
The grand total for the market is now 
expected to exceed $125,000,000 for the 
year by a very handsome margin. If 
factory labor had been available the 
figures would have come much closer to 
$150,000,000. 


Cleveland 


“What Organization Means” 


By GEORGE W. GREBER 
Secretary and Treasurer of the Cleve- 
land Shoe Club 


What does affiliation with the State 
and National Association really mean 
to the individual merchant? It simply 
means this—that any merchant -who 
becomes a member of the association 
and keeps in direct touch with proceed- 
ings thereto, can readily learn what co- 
operation really means. It teaches him 
to work for the common good, from a 
common standpoint. The actual bene- 
fits derived by the individual member 
are that he comes in actual contact with 
men who do things in a big way, 
naturally gaining a broader conception 
of successful business methods; he re- 
ceives effective pointers, is able to put 
them to direct use, when necessity 
arises, and can show an increase in both 
sales and profits. In other words, such 
affiliation is a protection against faifure 


and an education in advanced ideas. 
The benefit received from active par- 
ticipation in an association is counter- 
balanced by what action you put into 
it. 
Regarding Rubbers 

Merchants here report an inadequate 
supply of light rubber footwear and 
manufacturers can now devote more 
time to supplying the retail merchant’s 
increasing demands. 


Men and Events 

Elmer L. Volkmor has purchased the 
entire shoe stock formerly owned by 
Simen & Eckert, better known as the 
S. & E. Shoe Store, located in the Hip- 
podrome Building, on Euclid Avenue, 
and will continue in business at that 
place with a complete line of shoes. He 
has secured a lease of ten years. 

The Kirkpatrick-Beers Shoe Co. of 
1309 Euclid Avenue, have taken over 
The Wolfram Shoe Store, opposite 
Hotel Statler on upper Euclid Avenue. 
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Brockton 


THE NARROW RECEDE TOE 
Will It Again Be Popular ? 


In the opinion of Brockton manu- 
facturers there will be radical changes 
in men’s shoe styles for the Fall of 1919 
as regards getting away from the broad 
toes or army shapes, and returning to 
the recede, narrow toe. In this con- 
nection a manufacturersaid: “I believe 
that soldier boys who are discharged 
will want to discard their Army foot- 
wear as soon as possible and put on a 
different style of shoe. Many young 
men will follow the soldiers’ example. 
Some folks think that the soldiers, after 
wearing the broad toe shoe can’t be 
accommodated, so to speak, by the 
narrow toe last. It is only a question of 
lengthening out the last and giving the 
foot a little more toe room, in order to 
overcome this so-called objection. That 
this will be done is already a foregone 
conclusion. The narrow recede toe 
effect will come into its own again in 
young men’s shoes.” 


Materials and Color Combinations 


One manufacturer says in regard to 
colors and combinations of leather in 
men’s: shoes for next year—‘‘There is 
no doubt in my mind that there will be 
a reaction from the severely plain 


styles which have prevailed in men’s _ 


shoes during the past year or more. I 
think that all the young men, both the 
returning soldiers and civilians, will 
gladly accept color combinations of 
leathers and other materials in their 
footwear for the Fall of 1919. Along 
this line, I might add that Brockton 
manufacturers are prepared to show 
samples which will represent stylish 
and attractive footwear with plenty of 
color variety and combinations.” 


DEATH OF FORMER SHOE 
MANUFACTURER 


Once Prominent in Local Industry 


Word came from Spokane, Wash., 
last week regarding the sudden death of 
Amadeus H. Sonnemann, formerly a 
member of the shoe manufacturing con- 
cern of Lilly-Brackett Co. Mr. Sonne- 
mann, who was about 60 years of age, 
had been a resident of Spokane for 
about ten years, where he was engaged 
in the laundry business. Previous to 
that time, and for many years, he was 
identified with shoe manufacturing in 
this city. The concern of which he was 
a member occupied the first brick shoe 
factory constructed in Brockton. Lilly- 
Brackett Co. produced men’s high- 


grade shoes. Members of the concern, 
in addition to Mr. Sonnemann, were 
Messrs. Channing Lilly and W. G. 
Brackett. The factory was built in 
1880, and the’ business continued there 
until 1902 when it was liquidated. 
Later, a line of men’s shoes was made 
at another factory in Brockton under 
the name of A. H. Sonnemann & Co. 


One of the Youngest Shoe Travelers 


Although not identified with Brock- 
ton during the past few years, Mr. 
Sonnemann occasionally visited this 
city and had many friends here. In his 
younger days he was a_ successful 
traveling shoe salesman, being one of 
the first to visit the far West from a 
New England shoe manufacturing 
house. He began selling shoes on the 
road when he was only fifteen years old. 
He continued successfully on his Pacific 
Coast tours, building up a large trade 
for the house of which he later became 
a member and making a high reputa- 
tion for himself as a traveling shoe 
salesman. His later activities in the 
business were in connection with finance 
and office work. Many shoe merchants 
and shoe travelers will remember with 
pleasure their meetings with “‘Sonney” 
as he was familiarly called, and the 
good fellowship which such meetings 
represented. 


ENLARGING FACTORY 
CAPACITY 


Local Concern Will Double Its 
Output 


Charles A. Eaton Company, one of 
Brockton’s largest shoe manufacturing 
concerns, have recently completed 
changes in factory arrangements which 
will result in doubling the output of 
Factory No. 1. The top floor, of this 
seven story structure, which has been 
shared by the cutting and stitching 
rooms, is now occupied wholly by the 
cutting department. There are two floors 
instead of one for the lasting and mak- 
ing rooms. Space in the finishing and 
packing rooms is doubled. The stock 
room has been moved to an adjoining 
building where double the amount of 
goods can be carried in stock as here- 
tofore. A new sample room has been 
fitted up on the first floor of the No. 1 
plant. Other changes have been made 
which give the Eaton company greater 
efficiency in regard to production than 
ever before. The concern is planning 
for a large foreign business in the near 
future and has preliminary arrange- 
ments well under way. “ 
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Were > To Buy Buy 
¥ Miscellaneous 








We ure manufac- 
turers of quality shoe 
laces, for the manu- 
facturing trade. 

Ask for samples 
and prices. 


J.& B.SALES CO. 


470 Park Ave. 
Worcester - Mass. 











“UP TO THE MINUTE” 


Slipper Bows, 
Ornaments, Buckles, etc. 


D. T. DUDLEY & CO. 


66 Washington St. Haverhill, Mass. 











PROMPT DELIVERY 


e e 
Tip-Ti te 
OE LACES 
IN ALL COLORS AND LENGTHS 
Send for Samples and Prices 
285 Weybosset St. 





werrreree 





Gordon Mfg. Co. Providence, R. L. 


~ UNIVERSITY | 
LECTRonE: UNDRT 


— MAKERS OF FINE PRINT- “é 
ING PLATES, COPPER AND 
STEEL FACE 


CAMBRIDGE, MASS 




















BENCH Nave 7 


CHICAGO 











Telephones: Fort Hill 1006 and 1007 
DESIGNERS AND 


PRINTERS 
of High-Grade Catalogs and 
Advertising Literature for the 

SHOE TRADE 


74 INDIA STREET .*. BOSTON 
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Where to Buy 


Women’s and Children’s Shoes 











HENRY LILLY CO. 
88-90 Reade Street - New York 
The Only Exclusive 
Shoe Auction House 


Trade Sales Every Wednesday 
and Friday 

















The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Inc. 
67-69 Murray St. 
New York 























rs 
rr 
The C.F. Streit Mfg. Co. 


1047 Kenner St., Cincinnati, 0. 


Catalog 














QUESTIONS 
ANSWERED QUICKLY 
in “Where to Buy” columns—a 
growing directory for all the trade, 


presenting answers briefly to cur- 


rent problems in merchandising. 
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BROCKTON SHOE SHIPMENTS 
Increase for the Past Week 
During the past week the shipments 
for Brockton were 15,710 cases as com- 
pared with 14,964 cases for the corre- 
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sponding week in 1917. Total ship- 
ments for the year to December 21 
were 624,740 cases as against 601,373 
cases “for the corresponding period of 
1917. 


Haverhill 


INSURANCE FOR EMPLOYEES 
Christmas Gift from Shoe Concern 


Dating from noon, December 23, 
and as a substantial Christmas gift to 
employees and their families, Emery & 
Marshall Co., of Haverhill have insured 
the lives of their several hundred em- 
ployees by a group policy of insurance. 
This house is the first shoe manufactur- 
ing concern in Haverhill to put such a 
plan into operation. It is without cost 
to those insured and no medical exami- 
nation is required. Beginning with 
three months’ continuous employment 
and up to one year, the life of each 
employee is insured for $500. The 
amount then automatically increases 
by $100 each year until at five years 
and thereafter it is $1000. These sums 
are contingent upon continuous em- 
ployment during the periods men- 


tioned. One of the world’s largest 
insurance companies writes these 
policies. 


A Broad Gauge Plan 


Sherman S. Marshall, head of Emery 
& Marshall Company, says: ‘‘We have 
decided to adopt this plan as one which 
assures protection to faithful employees 
and their families. I believe it will be 
well worth while—thus bringing our 
workers into closer relations with us as 
employers, with benefit to all con- 
cerned. It encourages the men and 
women to faithful service and is along 
the broad gauge ideas on which our 
business has been and will be developed. 
Each policy is issued individually 
while in: the event of an employee’s 
death the amount of his or her insurance 
is at once applied to the benefit of the 
family or estate.” 


LONG OR SHORT VAMPS 


Questions for the Coming 
Season 

A representative of a last making 
concern, conferring with a local manu- 
facturer of women’s footwear, with 
reference to lasts for the coming season 
said: “It is a question in my mind just 
how far the long vamp and pointed toe 
effects will carry in styles for Fall. The 
short vamp, or stage last, so called, 
which carries the round toe, is another 
factor in the style situation. The de- 
mand for the stage last, however, is 


Style 





limited to certain sections, while the 
long vamp and pointed toe effect will, 
I think, be more generally accepted as 
the prevailing style for the coming year. 
Both these lasts call for the high heels 
which, in my opinion, will be continued 
as a style feature in all women’s up-to- 
date footwear for the coming year.” 


WILL MAKE McKAYS 


Local House to Take Up This Line 
of Work 


Haseltine & Colby Shoe Co., formerly 
engaged in the manufacture of women’s 
turn shoes, and during the past few 
months producing helmet linings and 
similar goods for the United States 
Government, will re-enter the shoe 
business, taking up the manufacture of 
women’s McKay footwear. Lasts and 
patterns are being prepared and ma- 
chinery installed for the new plan. 
The concern will continue the policy 
maintained in their previous shoe 
manufacturing of selling jobbers and 
mail order houses. 


CHRISTMAS AT THE SHOE 
FACTORIES 


Celebrations in Local Plants 


The Christmas spirit was manifest 
at many of Haverhill’s shoe factories 
the past week through the celebrations 
held by employees. It has been the 
custom for many years in local manu- 
facturing plants for the men and women 
to celebrate at the Christmas season by 
entertainments and exchanges of gifts. 
On December 24 nearly all the factories 
in the city shut down at noon, the next 
few hours being devoted to festivity and 
sociability. Many of the departments 
were decorated by special -committees 
which worked with a will to make the 
factory celebrations in Haverhill on this 
greatest of all Christmases set new 
records for enjoyment and thanksgiving. 


Will Sever Connections 


M. A. (Mike) Ward who has repre- 
sented Hallahan Sons, Inc., Philadelphia, 
Pa., for several years in the Middle and 
Northwest wishes to advise his many 
friends in the shoe trade that he will 
sever his connections with the above 
concern at the end of the year. 




















SOME DEALER SERVED THEM BOTH 


























. 3 medium 
“sizes AA; rinse ‘heel.’ Ink stock, sizes A, Tro Mt. Bead Maer, 
, Dand E, 5 to I. 


M. N. ARNOLD SHOE C0., MASS.” ee 


Fi 5 - - 





MODEL-S800 























Women’s Model shown above is priced at $7. 50 and the Men’s Model at $6.75. We have 10 Glove Grip Styles for 
men in stock and four for women. 
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Energetic Salesmen Wanted 


An old established Missouri River Leather 
and Shoe Findings House offers attractive 
opening January Ist, on established Iowa, 
Kansas, Oklahoma Territories. Experi- 
enced and energetic salesmen, only, con- 
sidered. Liberal salary basis and expenses. = 
Salesmen with personal experience given « 
preference. Apply immediately. 


Address, B152, 
BOOT & SHOE RECORDER PUB. CO. 
207. SOUTH STREET, BOSTON, MASS. 
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HUHNE AAA 
Sa on Lae ger 
a New, He 
88), 00K £r THIS , SHOES NONE GENUINE 4&3 
=|f| TRADE MARK ON EACH SHOE SSa=aa@ 2 eoaSS WITHOUT IT > 
E oe GENUINE = 
= umess sramPeo 6d MIEIN’S BIG SELLER! = 
= A comfortable, nerve-resting shoe that will sell — 
= ON SIGHT. Study the illustration. Scores of == 
= other inducements besides these popular prices: — 
= \ $3.50 a Pair — 
S \ Di may 8, 1906 Style 712—Best quality chocolate elk, Good- = 
= : YY DEC. 11,1906 year stitched, overweight Neolin sole, lace, 5 —=\ 
SS A\. AN, 22,/907 to 11. Mechanic last, B, C, D and E widths. — 
— IN STOCK. —— 
= - $4.10 a Pair — 
= CGP\.0c7. 22,1918 Style 7298—Best quality chrome Ymahogany = 
= all upper, oak sole, Munson army last, Goodyear SF 
= ee stitched. Sizes 5 to 11, B, C, DZandJE{widths. — 
= ne IN STOCK. = 
= Send for Catalog = 
= 2-WATERPROOF INSOLE = 
| «3+ M00LE SOLE Made exclusively by : 
Lo Marathon Shoe Co) | 
Wy, Write for unusual agency . - - 0" =\ 
> 7 2 proposition to dealers Wausau, Wisconsin Ss =. <= 
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WHAT DETERMINES THE 
POPULARITY OF STYLE? 


The degree of acceptance by wo- 
men determines the popularity of 
style whether it be corsets, milli- 

















nery, waists, gloves, garments, 


furs, amusement or 


CLOTH TOP SHOES 


Women everywhere, be it in 
cities of 5,000,000 or 5,000, have 
accepted cloth top shoes as a 











permanent style feature because 
they delicately harmonize with 
apparel and also offer a wide 
range of shades, which satisfy 


women’s characteristic fondness 





for variety. 


J. EINSTEIN, INC. 
9 Spruce Street 
New York City | 
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Quality First All Ways 


, QD nate. means more—vastly more—than just’ good 


















material. It means good material plus good workman- 
ship, plus good lasts, plus good patterns, plus good 
finish, plus that indescribable thing usually called “‘Style”— 
in other words, “All Ways.” 
These firms incorporate these Elements into their respective 
products. 
ALBERT TROSTEL & SONS COMPANY 
BRADLEY & METCALF CO. 
EDMONDS SHOE CO. 
HARSH & CHAPLINE SHOE CO. 
F. MAYER BOOT & SHOE CO. 
NUNN, BUSH &,WELDON SHOE CO. 
OGDEN SHOE CO. 
PFISTER & VOGEL LEATHER CO. 
ALBERT H. WEINBRENNER CO. 
WEYENBERG SHOE MFG. CO. 
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Combined Thought 
Better Product 


HENEVER a man is willing to walk arm in arm with 
another man in the same line of endeavor and reveal 
the problems that are vexing him he usually finds out 

that the other man’s problems are those which he himself is 
endeavoring to solve. Every good business man has thought 
out some particular idea—is doing some particular thing better 
than his business neighbor is doing it. This exchange of thought 
builds a community of business neighbors by taking the good 
ideas of each and putting them together. Every one of that 
group of neighbors is then getting the benefit of the best ideas of 
each individual. 


This is the principle and the thought underlying the Milwaukee 
market idea. It is this principle worked into leather and shoes 
that has made Milwaukee foremost among the shoe centers of 
the nation for the production of honest quality, satisfying and 
profit-earning shoes. 


It is this principle and this idea that are responsible for making 
Milwaukee the greatest market for high grade shoe leathers in 
this whole, broad land. 


It is this principle—this combined thought—that has crys- 
tallized the Milwaukee idea into the Group Trade Mark. 


A great harmonious market produced by the combined efforts of 
the independent, integral parts. 








Foreign Trade 





Our Foreign Department, through our Buenos | Aires 
Branch and extensive banking connections throughout 
the World, has unexcelled facilities for the intelligent 
and efficient handling of your foreign banking business. 
Consult us regarding any foreign financial or trade 
transactions in which you are interested. 


The 
First National Bank 
of Boston 


Capital, Surplus, and Profits, $27,000,000 
Resources sth : Over $250,000,000 


Branch at Buenos Aires, Argentina 


—) BRASS TACKS JOHNSON 6AYS: “The conducting of special sales is a profession” ¢— 
¢ The live merchant today is taking no chances. Our sales plans and methods will unload all your + 
—}) The ti load is h older stock first. 
e time to unload ts here We sell the goods you want sold. We get good q 
(- Shoes have gone as high as they can go. The prices for them. f) 
question is to get out from under without loss. Our plans, proofs and methods outlined to you 
—) A home made “toggled up’”’ makeshift sale won’t without any obligation on your part. (E 
turn the trick during this strenuous reconstruction Let us tell you about some of the big sales we have 
¢ period. made for other merchants. — 
: » THE W. W. JOHNSON COMPANY - - MANCHESTER, N.H. (}-— 


CLTLTLTLTLTLT LIL TST LT LT LTLI LT LT LILY 





The Foreign Trade Bureau of the Boot and Shoe Recorder 


207 South Street Boston, Mass. 
An Effective Agency for Promoting the Export Business of the Shoe and Leather Industry 


Its Service Includes ; 
Detailed Information on Foreign Markets. Registration of Trade Marks in All Lands. 


Foreign Trade Opportunities. Financial Reports. 
Advice on Financing Foreign Accounts. Means and Methods for Forwarding Shipments. 
_ Translations from or into any language. Expert Advice for Exporters. 


Mediums for Advertising. 
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\/AUGHANS WORY-SOLE {EATE 






































White Buck 
Sport Oxford 
Imitation Tip 
and Ball Strap 











COST NO MORE THAN OTHER GOOD SOLES 


GEORGE C: VAUGHAN 


TAN NERIES 
96 Foster Street 


*-PEABODY:- MASS - 
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New Year Greetings! 


| oe the glorious New Year bring 
you Great Happiness and 
Prosperity. 

With the hardships of the old year 
behind, the future bright, with your 
courage good and aspirations high, 
may you have a most wonderful 1919! 


This sincere wish is for our every 
customer and friend. 


Charles A. Eaton Company 


Brockton, Massachusetts 


Yilta ULE 
Ze Pictaresso) % Perfection 












PTC. MAR 





a aid gg Mies 


BROCKTON. MASS. 
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W™M. H. WALKER, BUFFALO, N. Y. 


37 FRANKLIN STREET 


SPECIAL SEASONABLE OFFER | 


MEN’S FOUR BUCKLE ARCTICS 
BOYS’ AND YOUTHS’ ONE BUCKLE ARCTICS 


All this season’s merchandise, perfect goods, fresh stock, ready for immediate delivery. 








Stock Number 19 
1000 CASES—12 pairs to case 


Ist Quality 
MEN’S HEAVY 4 BUCKLE 
ARCTICS, ROLLED 


EDGE, DULL FINISH. 


Runs of Sizes 


5-9, 6-9, 6-10, 6-11, 7-11 
7-12, 7-13 


Price $2.85 














Stock Number 8 


250 CASES—12 pairs to case 
Ist Quality 


BOYS’ HEAVY DULL 
ARCTICS, ONE BUCKLE, 
LONDON LAST, W. 


Sizes 3-5 or 3-6 
Price $1.40 





Stock Number 17 


500 CASES—12 pairs to case 
Ist Quality 

MEN’S HEAVY 4 BUCKLE 
ALL-RUBBER_ ARCTICS, 
FLEECE LINED, HEAVY 
RAILROAD SOLE. 


Sizes 6-10 or 6-11 only. 
Price $3.15 _ 

















One-half e 


Mississippi River or 





SPECIAL OFFER 


EXTRA SPECIAL 


Stock Number 9 
75 CASES—12 pairs to case 
Ist Quality 


YOUTH’S HEAVY DULL 
ARCTIC, ONE BUCKLE, 
LONDON LAST, W. 


Sizes 1 to 2 
Price $1.10 








ress charges allowed on orders of two cases or more to any point east of the 


If remittance for amount of purchase accompanies order for two cases or more we will 
pay express charges in full to any point in United States east of the Mississippi River. 


Orders Filled in Rotation as Received 


W™ H. WALKER & CO., BUFFALO, N. Y. 


37 FRANKLIN STREET 
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Buyers’ Easy Reference Directory 


aNCQUQEEOEOOEOROGEOUGROGOUQOOGOUGOUCOUGROGOOSOORORGORRORCOEROORGUSOCCROLER 


SNAPPY and 
SERVICEABLE 


Brown Russia Calf, Polish, 
Military Heel, Imt. Straight 
Tip with Center Perforation, 
McKay Sewed. 

BtoE. 21-2to8 


$3.95 
In Stock 


Powell Campbell. 
122-124 Duane St ew York City 


“QUDRAEREGGEGRRGRRGRRGGRORERRRORRORECRRRECRERRRRORROCRRGRRGREREROGSRRRERREERS 


Style 
1810 





‘‘~ewrrronmmeres 


NUCHCHCUOEOOUEUCUOUGEOUOUOROGUOUOUOCEOOOROGOUEGEOEOUOCOCROROQOCOORGRORODOGE2S 


Duane Buoe G. 


143 Duane St., NEW YORK 


Factory, Brooklyn, N. Y. 
Manufacturers of the celebrated 


ae Shoe De Luxe 


The ultimate in Women’s Turned Footwear 


IN STOCK 











Sample Pairs gladly sent on request 


SUUUUAEOEOOUOEOOUOHGOOQOGOUCHOOEOROGOOOROOOOOCROOROHOOHOROGECOUGROOREROGREL 
ESTABLISHED 1884 


Everything in 
Wood Heels 


Our experience and time at your service 


BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE & CO. 


HAVERHILL, MASS. 


WwW Block Factory Newton Junction, N. H. 
DOQUSHONODOORODOGESOOOROOUORSOGSDOGSOUSUDGEOONUEOEOGHODOGODORONEOROSEORS 





TT 
RE. a 


HOTEL FLANDERS, New York City 


133-137 West 47th St., 
JUST OFF BROADWAY 


The right kind of a hotel in the right locality. 
In the heart of the theatre district and adjacent 
to the shopping centres. Positively fireproof. 
Excellent cuisine and an exceptional orchestra. A 
large addition just completed, containing library, 
grill and billiard hall. 

Handsomely Furnished Rooms, Private Bath 


$2.00 PER DAY UPWARD 


From Grand Central Station, cars marked 
“Broadway,” without transfer. Pennsylvania Sta- 
tion, 7th Ave., cars without transfer. Booklet 
upon request. 


H. R. SHARES, Prop. 
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ro Radium A. B. C. 


A Brown Cleaner 
PRODUCTS and 


ee Color Restorer 


A. B. C. cleans the shoe and at the same time restores 
the color without streaking. 
Light unsalable tans easily converted into a rich 


brown. 
A. B. C. is not a filler but alasting color restorer. A 


pure liquid wash containing no powder. 


Radium Dye Co. Kansas City, Mo. 


WINTER 
MAHOGANY 


TAN SIDE LACE 
81% inch Flexible McKay, 
B,C and D 
No. 545 


Price $4.50 
W. T. Holmes Co. 


15 No. 4th St. 
PHILADELPHIA 








































_ Bancroft Walker Compan ny 


Py for CLEAN shoes 





Sa S88 Cee eee LitutiuttitttLLLtttttttititititiilit 








PUTT 
We have for 
IMMEDIATE DELIVERY 


Subject to previous call 


OVERGAITERS 


Felt and Cloth. 8, 9 and 10 Button. 
In Black and Certain Shades 


Also a special line of 


FELT BOUDOIR SLIPPERS 
AT INTERESTING PRICES 
Write Us Your Requirements 


Laing, Harrar & Chamberlin 


43 N. Third Street Philadelphia 


: 
h 
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genes DUNE TRADE WEEE wemttciilsieletililens 


not spread— 


a sole that is firm and 
close grained—not spongy! 


It is 





soles as bellies differ 
from bends. 


Loxsol is: not rub- 


bery. 


It is flexible but not 
soft. 


Loxol wears. 

















A LOXSOL Soled shoe— 


worn 11 months. 


This is a faithful reproduction of 
the shoe--unretouched in any way. 


Look at the edges 


H. E. LOCKE and CO., Ine. 


99 CHAUNCY STREET, BOSTON, MASS. 


New York Philadelphia 
St. Paul Rochester 


St. Louis Milwaukee 


| It differs from other 
| 





Cincinnati 
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More of Those Great “Tutff-Hides” 





at 
a lower 


figure 


Thisis the same 
shoe we adver- 
tised in the 
Recorder last 
October. 


It sold so well 
that we made 
an extra induce- 
ment to the 
makers for an- 
other lot. 


Here they are 
while they last. 





- Sold in 
Case Lots 
Only 


24 Pair 


to case 


All Runs 


of Sizes — 








* 





x 


Terms net thirty days 


Made by one of 
the best known 
and reputed 
specialists in 
heavy footwear. 
Strictly solid 
leather, two full 
soles, bellows 


_ tongue, uppers 


of waterproof 
‘““Tuffhide’’ 
stock. Rugged 
service in every 
pair. 


S. ROSENBERG 


The House that Saves You 15% to 30% 


209 Essex Street, Boston, Mass. 
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THE WINDOW OF THE FUTURE 


THE GREATEST SELLING POWER OF A WINDOW IS IN THESE THREE ELEMENTS—AMPLE 

SPACE FOR THE CUSTOMER jfTO STANDZWITHOUT BEING INTERFERED WITH—A WINDOW 

BOX NARROW ENOUGH TO MAKE EVERY SHOE DISTINCTIVE—ILLUMINATION ADEQUATE 
TO THE EXHIBIT. FOR 1919 PLAN REAL WINDOWS OF SHOE SELLING SERVICE 
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Put your windows 


NA PROFIT. TWILL AYAY 


These TWO Business Books 
Sent FREE and POSTPAID 


—to owners of retail stores: 


“What 10 Men Are 
Doing to Make 1919 
Their Biggest 
Business 

Year’’ 
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“‘The Binger 
Plan for 
Making 
Show : 
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Be the ‘‘Early Bird’’ - - - 


—and the ‘‘only one” in your com- 
munity. The Binger Pictorial 
Window Trim Service is sold to 
only one store in a town. 


First come is first served. 


<0? 





This photograph 
illustrates the 
four pictorial 






















panels and 
a show-cards of 
co. the BINGER 
53 W. 23rd St. Midwinter Trim 
New York City 















—now ready 


for 


shipment 






Send us your 
2 FREE 
BOOKS 
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From every quarter of the world 


demands are coming in for 


“Onyx” @ Hosiery 


But we give our home merchants 
the preference that we may deserve 
the support of dealer and consumer. 
We cannot too strongly advise 
those dealers who have not covered 
themselves for Spring to do sowith- 
out delay. 

To delay 1s to court disappointment 
and profit loss. 


- Emery & Beers Company Ine. 


Sole Owners of “Onyx’’ Hosiery 


BROADWAY AT 24th STREET 


NEW YORK 
PHILADELPHIA OFFICE BOSTON OFFICE CHICAGO OFFICE 


1033 Chestnut Street 31 Bedford Street The Lytton Bldg. 
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sit not true that your patrons | 
will ap reciate your’ tellin 
them of a shoe lace that ott 


wears by months ordinary laces 


LE will increase yout’ restige and 
pratt’ Zo recommend 


LACES 


The Special Display Box 
holds one gross of laces—18 
ane each of black, tan, ma- 
ogany and cocoa. 


The Cordo-Hyde lace is 
totally unlike any other lace— 
a new found material capable 
of resisting wear. 

Cordo-Hyde has nothing in t The assertemcet wil he 
common with the ordinary packed to suit you and billed 





fabric lace—it is in no sense a 
substitute for leather—it is a 
scientific answer of what a shoe 
lace should be. 


Cordo-Hyde will outwear 
many pairs of any other lace. 


Cordo-Hyde excels’ the 
leather lace for as a manu- 
factured product it has uni- 
form strength, and it positively 
stays tied. 

Cordo-Hyde has the look 
and feel of leather—blending 
with and looking a part of the 
shoe. 

Cordo-Hyde can be dressed 
with the shoe and “smartens” 
with polishing. 


LACE DIVISION 


at gross prices—no charge for 
the special packing. 


We suggest that your order 
include both round and flat 
laces. 


Price List 


Lengths 36” 38” 40” 
0216 Round 5.40 5.70 6.00 
890 Flat 6.12 6.46 6.80 


Samples and complete price 
list if you prefer. 


Prices subject to change with- 
out notice. 


O. A. MILLER TREEING MACHINE CO. 


BROCKTON, MASS. 
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Intensive Store Service 


Can More Shoes Be Sold in the Present Store ? 


O sell more shoes under the old policy, stores 

T were enlarged in size, or may be another store 

was started, or the store was increased in equip- 

ment. This old policy was knocked out by the war. 

Few new buildings have been erected, few stores have 

been enlarged. The Government restricted building 
operations. 

Trade on Up-Swing 


Now trade is on the up-swing. The question is, 
can you sell more shoes on your present floor area? 
Can you intensify your store service? Can you put 
in equipment that will speed up your sales? Can you 
cut down the number of hours your clerks are idling 
away around the store and increase the number of 
hours your clerks are busy fitting shoes and taking 
cash from customers? 

These are certainly tough questions, but advance 
shoe merchandising is made by solving tough ques- 
tions. A solution is certainly presented in intensified 
store service. 

The fact of the matter is that the stores of this 
country are four years behind in their stock. They 
have not had time to buy supplies or to replenish 
their stocks of equipment for proper merchandizing 
of footwear. ; 

One of the big requisites in intensified store service 
is the cleanliness of store. It is a truism that a scrub 


store means scrub methods, scrub customers and 
scrub business. Here are some _ resolutions for 
1919: 


I resolve, above all things, to render to my custom- 


ers a clean service, so that they may look upon me; 
and say—‘“‘there’s a clean shoe man.” 

So help me St. Crispin. 

In other words, I resolve for an intensified system 
of service—better merchandise and better methods 
of merchandising in 1919. 


New Year Resolutions 


I resolve to keep my store clean. 

I know that a clean store brings clean methods, 
clean merchandise and clean business. 

I resolve to keep my store clean; and my conscience 
clean; whether I make a cent or not, my conscience 
shall be clean. 

So help me St. Crispin! 

I resolve to follow clean methods. 

I know that clean methods with visiting salesmen 
will bring to me clean merchandise. 

I know that clean methods with my customers will 
bring me clean trade. 

I resolve to keep my methods clean; whether I 
make a cent or not, my conscience shall be clean. 

So help me St. Crispin. 

I know that clean competition brings me the 
respect of my fellows in trade. 

I know that clean co-operation brings me the 
esteem of my friends in trade. 

I resolve to compete and to co-operate in a clean 
manner. 


So help me St. Crispin! 
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Art, Atmosphere and Equipment 


These Three Things, as Well as the Stock, Make Up the Modern Store 


ET’S consider, Mr. Shoe Merchant, the topic of art, 
atmosphere and equipment, for these three things, 
together with the stock, make up the store. 

Art, you know, is expression of the beautiful. Atmosphere 
is the invisible influence permeating the store. Equipment 
includes the mechanical things necessary for carrying on the 
store. Get these three things right, and in proper proportion, 
and the store is made. 

Shakespeare said “The apparel oft proclaims the man.” 
Everybody accepts it as true. Paraphrase it, and we get 
“The store oft proclaims the merchandise.” That’s true. 
For proof, go to the bargain basement, and see what mer- 
chandise it proclaims. Then go to the fashionable store and 
see what merchandise if proclaims. 

After contemplating the above points, let’s look into the 
matter a little further, Mr. Shoe Merchant. 

No need is there of your going to an art school, to learn 
about art, that you may apply it to your store. Yet some 
reading about art, or agreeable conversation with people who 
know about art, would add to your joy of living, as well as to 
your security as a shoe merchant. ‘Shoemaker, stick to your 
last’’ is a saying as true these days as it was when the artist 
first spoke it. So learn more about your own business, by 
applying art to it. 


Who Excels in Window Dressing? 


Don’t duck the issue, by saying that art is high brow stuff. 
Who excels in window dressing? The man who is an artist, 
doesn’t he? Who makes the best display cards? The man 
who is an artist, doesn’t he? Who makes the best display of 
stock. The man who is an artist, doesn’t he? Who is the 
clerk of most pleasing personality? The man who is an 
artist, isn’t he? He may not be a painter, or a sculptor. But 
he is an artist of the shoe trade. And the fundamentals of 
art are the same in shoe merchandising, as in the painting of 
masterpieces, or the modeling of fine statuary. 

Certainly, Mr. Shoe Merchant, you will now agree that 
art has to do with shoe merchandising. And so agreeing, 
you will hereafter endeavor to choose your store equipment 
with an eye to the beautiful, as well as to the useful. 

Now let’s consider atmosphere. You know what it is 
from experience, though you cannot exactly describe it. 
You’ve been into stores as dull and as depressing as a prison 
cell. Glad enough were you to escape. You declared you 
never would go there again. Also, you’ve been in stores as 
‘ bright and as cheerful as a cozy corner at home. You’ve 
fairly hankered to get back there again, and buy goods. 
You couldn’t tell just why. But you were satisfied. Even 





delighted. It was the atmosphere, the invisible influence of 
the store, at work. This influence comes from the store 
equipment. 

You’re not convinced yet? Well, Mr. Merchant, the dull 
and depressing influence of the jail came from its bolts and 
bars, didn’t it? They gave you a feeling of being locked up, 
didn’t they? The bright and cheerful influence of the cozy 
corner came from the comfortable chairs and books. It gave 
you a feeling of comfort, and of pleasure, didn’t it? Well, 
it is the same with a store. Fit it up like a jail, and customers 
will be glad to escape from it, and never go there any more. 
Fit it up like a cozy corner, and people will be glad to visit it 
again, just the same as you are glad to get back into your 
easy chair at home. 


Grade Up Your Equipment 


Your stock is important, ’tis true, Mr. Merchant. But 
you can change your stock several times a year. The last 
few years, you’ve been grading up your stock. Have you 
graded up your equipment accordingly? Recollect what we 
said about the bargain basement and the fashionable store. 
It shows that art and atmosphere and store equipment have 
much to do with the merchandizing of shoes. 

Your equipment is a fixed part of your store, the same as 
the furniture of your home. Select it accordingly, with a 
view of creating the right artistic effects, and the proper 
atmosphere. Go over your store, and study how it can be 
made more attractive. Look and see what the other fellows 
are doing to make their stores more attractive. Talk with 
the equipment men, and get their ideas about what is beauti- 
ful and useful for the store. It’s good business to do so. If 
you don’t believe it, just take a lesson from the moving 
picture theatres. They graded up from vacant stores or 
palatial theatres, and it paid them. Likewise, it will pay 
you to grade up your store. 





New Year's Greetings from Findings 
Counter 


The findings counter at this time of the year,. suggests 
many practical little gifts for New Year’s greetings, such as 
boot-jacks, folding button hooks and shoe horns of steel, 
shoe polishing sets and polishing brushes of wool and bristles. 
We will also see the day soon when salesman will display 
wooden shoe trees at each sale of shoes and instruct the 
patrons of the various advantages of the constant use of 


same. 
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Arriving at Real Values as Basis of. 


Stock Inventory 
Plan Well in aiiitiin a Most Careful Analysis of Your Stocks on Hand 


chants must give serious thought to the valuation of 

the shoes on their shelves as a basis of making up their 
annual inventory. Certain conditions must be taken into 
consideration this year which in normal times have not been 
matters of serious consideration. 

Every merchant will be called upon, to make an income tax 
report which must be based upon the volume of business 
transacted, the expense incurred in conducting his business 
and upon the actual value represented by the stock on his 
shelves, his furniture and fixtures, repair machinery and 
equipment and such other items as are a part of his business. 
In normal times the annual inventory was taken as a basis of 
profit reckoning; the determination of insurance value to- 
gether with a basis of establishing credit between the merchant 
and manufacturers from whom he would buy his stock and 
supplies. 


‘["s time of year is fast approaching when retail mer- 


A Fair Valuation Necessary 


Under existing conditions a more careful analysis is neces- 
sary in order to arrive at a fair, honest valuation of each piece 
of merchandise in stock. Every merchant should be, and no 
doubt wishes to be fair and honest with his Government, with 
himself and with his customers. 

During the past two years, prices have been advancing at 
such a rapid rate that a great many merchants have been in- 
clined to place a valuation on the merchandise in stock, on 
the basis of replacement value. They have not stopped to 
consider that the shoes on their shelves.in the majority of 
instances represent what is left after the good selling sizes 
have been totally sold out or material reduced in proportion 
to the original purchase. 

The sizes left on the shelf therefore, even though the style 
' may be perfectly good, do not represent as much value and 
should not be inventoried on the basis of replacement value, 
but on a basis of actual worth, considering that the sizes on 
hand are the ones in least demand. The following schedule 


Exhibit A Cost $532 


2% 3 Sh4 4h 5 54 6647 7B 
1{1/1 1]1/1 6 
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(exhibit A) represents a shoe in a certain stock the cost of 
which was $5.50 a pair—there were originally 96 pairs in this 
lot. It was comparatively an easy matter to sell out the 44 
pairs from this lot at a good profit. It will be a much harder 
matter to sell the remaining 52 pairs to make them bring cost 
plus overhead expense. It would be folly therefore, to in- 


ventory these shoes at the original cost price even though 
market conditions would indicate another advance in price, 
because it should be born in mind that in the average store 18 
to 20 per cent of all the sales in women’s shogs are 5 and 5% 


while 14 to 16 per cent are on 44% and 6’s, and only about 2 to 
3 per cent on 3’s. 

To be fair with the Government in making a report for 
income tax purposes, these shoes would be inventoried at a 
price that will insure a normal percentage of profit when max- 
imum overhead expense has been considered. 


A Real Basis of Inventory 


Then to be fair with himself the merchant should re-mark 
every pair of these shoes just as though the value thus placed 
upon them was the original cost price from the manufacturer 
or wholesaler from whom they were purchased. 

Then to be fair with his customer these shoes should be 
sold and passed on to the customer at a figure that will show 
a normal percentage of profit when overhead expenses have 
been added to this new cost. 

Style and size are both fundamental principles that must 
be reckoned with, and are just as important, if indeed, not 
more important than is the value of the leather and other ma- 
terials that go into the makeup of a shoe. Appearance is of 
course the first necessity in making a sale, but however well a 
customer may be pleased with the appearance of a shoe, unless 
the sales person has the correct size the sale will be lost. The 
sizes of any particular lot yet remaining on the shelf must be 
considered in their relation to the selling schedule prevalent 
in the store, and the price at which the shoes are to be inven- 
toried must be determined by the way the remaining sizes 
harmonize with the general selling schedule. 

Very few merchants indeed realize how much it costs them 
to carry shoes over from one year to another. 

Rapid Turnover’s Essential 

While money can be borrowed easily at the rate of 6 per 
cent per annum such an interest rate cannot be considered on 
dormant stock left on a merchant’s shelves. In addition to 
this 6 per cent charge must be added rent, heat, light, insur- 
ance, taxes and in fact every item of overhead, excepting what 
can properly be charged to selling expense. 

Just do a little figuring and consider how rapidly shoes 
lying on the shelves are accumulating cost to themselves; 
then consider how rapidly they are accumulating depreciation 
in salability, and one will quickly arrive at the conclusion 
that if a merchant expects to make any money out of his 
business, that it must be made by rapid turnover, rather than 
by extremely long profit on each individual sale. 

It is apparent then, that a true inventory can only be 
arrived at by considering each lot of shoes, not on the basis 
of replacement value, but on the basis of what they can be 
merchandised at and make a fair profit on a rapid turnover. 


Portable Shining Stand 


A portable shoe shining stand, as described in a popular 
magazine, is something new in the shoe trade. It consists of 
a frame, on wheels, so that it can be pushed around easily by 
the porter of the big hotel. Attached to the frame are iwo trees 
on which the shoes to be shined are placed, and a box, in 
which is the shoe shining kit. The hotel porter pushes this 
portable stand along hotel corridors, and shines shoes: of 
guests as he goes along, and that saves him the labor of lugging 
the shoes to the basement. 
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A Perpetual Stock Record 


Up-to-date Store of the Kilgour Boot Shop, Winnipeg, Canada 


stock on a form like the one illustrated by the accom- 
panying cut. Upon this form is entered a description 
of the shoe, by whom made, the cost and the selling price 
and the percentage of gross profit. The last, heel, sole edge, 
top and tip are also entered giving a complete description of 
every make of shoe. In the upper left hand corner of this 
form a record of all orders and shipments are entered. When 
an order is placed the date of the ordor and the number of 
pairs ordered is entered here under “D. O.” and “P. O.” 
When the goods are received the date they are received as 
well as the number of pairs received is entered here under 
“— 2.” an “Fs. 
Under the caption “Style” is entered the style of the shoes 


A PERPETUAL stock record is kept of. every shoe in 


and at the top of each column of squares js entered the size. 


A perpendicular line is entered in each 
square under the correct size for each 

pair of shoes of that style and size re- O 
ceived. To illustrate, if 5 pairs of style 
AAA shoe, size 414 are received, 5 per- 
pendicular lines are entered in the A 
square under the size ‘‘414” opposite the 
style “AAA.” A sales slip is made out 
for each sale showing the particular shoe 
sold. Each day the bookkeeper takes 
these sales slips and the stock record 
sheets .and checks off the shoes sold by 
drawing a line across the perpendicular 
line, making a cross which indicates that 
a pair of that particular style and size 
was sold. 





The Correct Number 


By the use of these records, J. B. 
Kilgour, the owner, can very quickly tell 
the correct number of any shoe he has in 
stock, the style and the sizes of them. 
These records prove of great help in 
buying for they tell him just how many 
of each particular size he has and by 
referring to the length of time he has 
had them and the number previously 
ordered, he can gage the sale possibilities of them and order 
accordingly, avoiding overstocking of any particular grade 
or style or size. 


Three Fundamentals 


Mr. Kilgour believes three fundamental principles can be 
accredited with the larger share of any success he has attained. 
(1) Proper Window Display. (2) Store Service. (3) Sell- 
ing Merchandise of Only Known Quality. 


Good Window Display 

Mr. Kilgour is a firm believer in good window displays, in 
fact, the store depends mostly on this form of publicity for its 
advertising. While a small amount of advertising is done 
occasionally through the medium of the local papers, the win- 
dow display has proven the best drawing card the business 
‘can have. Windows are carefully dressed every four days 
with shoes that are properly formed at the factory, in order 
to show up the lines to the best advantage. The store has 





two fine imposing windows which are lighted in such a man- 
ner as to show off the display to the very best advantage. 
Special display fixtures are used and aid much in the making 
of an attractive display. 


**Service’”’ Is Store’s Motto 

“‘Service’’ is the store’s motto, and is considered one of the 
most important phases of successful merchandising. The ser- 
vice rendered by this store has been one of the direct causes 
for its splendid success. Mr. Kilgour believes in keeping his 
word with his patrons, whether it be regarding the time par- 
cels will be delivered, or when a promise is made to have shoes 
repaired or cleaned at such a time. Special effort is made to 
fulfill every promise. If a parcel is promised at a certain 
time nothing must interfere with the fulfillment of that prom- 
O O O 
PMP Ribera 


Sole Edge Top Tip 
Aicllhd ° 











wes 
goo 7” 


ise. If a pair of shoes left for repair is promised for a certain 
day, that pair of shoes must be ready by that date. Every 
customer is greeted who enters the store—no matter how busy 
they are every person is noticed and made to feel at home 
and more at ease, and incidentally makes it easier to make 
the sale. 


Satisfied Customers 


Customers who bring back shoes either for exchange, re- 
funds, or complaints are very carefully dealt with. This 
store cheerfully exchanges shoes, or if they have nothing 
that will fit the customer, they refund the money in the same 
pleasant manner that they took it. 

The proprietor believes in satisfying the customer even 
though he is not sometimes justified, because he finds a 
satisfied customer is an asset to the store and will - 
to get do considerable publicity work for the store, and this 
method is one of the best direct ways of advertising 
results. 
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From Repair Man to Shoe Merchant 


When Mr. Goldfarb installed his shoe repairing equipment, 
little did he dream that one day his business would so develop 
that he would become a retail shoe merchant. Nevertheless, 
this was accomplished. 

Mr. Goldfarb selected just the right environment for his 
business and the war was an additional factor in developing 
it. This store and repair shop is located near a cantonment 
at Des Moines, Iowa. 

In writing to the ‘Recorder’ Mr. Goldfarb says, ““We 
were the first store from the Camp Dodge Interburban Station 
and practically 95 per cent of the officers and men passed our 

















Soldiers Are Returning to Civilian Life 


store. We soon conceived the idea of becoming exclusively 
military merchants and for months averaged one thousand 
sales each week. * 

“We carry several lines of Army shoes in our store but our 
strongest feature is the Edmonds U.S. Army shoe. We soon 
afterwards opened another store at Camp Dodge where we 
did an excellent business on more Army shoes. 

“We found that the fact that a soldier was furnished a field 
shoe and must wear it when he went on liberty made him a 
ready customer for the Garrison Shoe built on the Munson 
last. 

“We also feel that now that the war is over many men in the 
military line will continue to observe the same trend of style.” 

There is an old adage, “Be Johnny on the spot.”” There is 
always an opportunity for the live, wide-awake repair man 
to expand his business, whether it be a further development 
of the repair and findings department or a complete transition 
from shoe repairing to shoe selling. 
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Shoe Repairing as the Fastest Grow- 
ing Business 
* A New Era of Service to the Public 

Shoe repairing is one of the fastest growing industries. 
Publicists may praise the wonderful growth of the automobile, 
phonograph and moving picture industries, but the shoe 
repairing. business surpasses them all. Publicists speak of 
the number of autos in service, and figure the number of cars 
in big cities. 

Well, every man, woman and child in the country these 


’ days, has his shoes repaired, and every neighborhood, even 


in the backwood towns as well as in the heart of big cities, 
has its shoe repair shop. The number of repair shops out- 
numbers the moving picture theatres ten to one. While the 
publicists may spread the fame and the fortune of the 
moving picture stars, yet the steady income of the cobblers 
toiling in the repair shops surpasses in total the income of 
even the fabled screen stars. 

Publicists may praise the movies as an institution bene- 
ficial to the common welfare, but neither the movies nor the 
autos are of such service to the multitude as the shops that 
keep the shoes of the people in good repair. Prove it, de- 
mands the skeptic. Well, close every garage and every 
moving picture house in the country, and things would go 
on, not quite as usual, but as they were thirty years ago. 
Close every repair shop in the country, and confusion would 
spread from coast to coast, and there would be despair in 
many a family that could not get its shoes repaired. Cer- 
tainly the shoe repair shops are chief among the essentials of 
civilization. 

Incidentally, the shoe repairing business has increased ten- 
fold the past fifteen years. ' 





Re-Treeing of Shoes 


In a first-class shoe shining shop of a shoe city, they have 
a treeing machine set up. It is exactly like the treeing ma- 
chine that is used in the factories. They take shoes sent in 
by customers, put them on the forms, and go over them with 
a warm iron, and press the'wrinkles out of them, and finish 
them up so that they look like new. They have been doing 
this for some time. So it is evidently a profitable invest- 
ment. 

Yet it might not be undertaken in all shoe shining shops, 
for skill in treeing shoes, and knowledge of leather, is neces- 
sary to the proper operation of a treeing machine. This is 
particularly true of colored shoes. A black chrome skin may 
stand a fairly hot iron, but if a treer undertakes to go over 
a fine gray kid shee, or a white buck shoe, with a too 
hot iron, he may ruin the shoe and lose a day’s profits 
thereby. 
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P pvery time your repair department 
applies a pair of Firestone Non-Skid 


Rubber Heels another satisfied customer is 
bound to result. For you are ivin’, him 
a better heel than he expects. Better wear, 
better rubber, better resiliency and better 


protection against slippage. 


resione 


Non-Skid Rubber Heels 


are not dependent upon a mere roughened sur- 
face of rubber for slippage protection. A rough 
surface soon wears off and the protection is gone. 
The Firestone Non-Skid Bars are deeply recessed 
in the rubber. The shoe will be discarded long 
before the effectiveness of these Non-Skid bars is 
destroyed. The easy air-cushion chamber be- 
tween the shoe and heel ives added resiliency. It 
acts like a pneumatic cushion; softens every step. 


Firestone Non-Skid Rubber Heels: are easy to 
apply. The concave edge has been mathematic- 
ally calculated to provide a perfect fit without 
undue strain on the nails. Complete line of 
sizes for both black and tan shoes, Send for 
details and prices, 


FIRESTONE TIRE & RUBBER COMPANY 
FIRESTONE PARK AKRON, OHIO 











Tread Surfaceof 
Heel, Showing 
Non-Skid Bars 
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To Teach the Science of Shoes 


Shoe Clerks Everywhere Will Be Interested in Lynn’s New Shoe School 


T i NHIS new school introduces an element new to the shoe 
trade. The element is science. Science is knowledge 
gained by observation, experiment and reasoning, such 

knowledge being co-ordinated, arranged and systematized, 

so that it may be made useful to men. 

Hitherto, every shoe clerk knows, a man has picked up 
knowledge of the shoe trade as he went along, a bit here, 
and a bit there, has pieced them together, and has acquired 
a working knowledge, which each man has used each accord- 
ing to his ability, as well as the amount of knowledge he has 

* acquired. 

The shoe school will endeavor to round up knowledge of 
the shoe trade, and to inspect, analyze it, and sort it over, 
and then arrange it, the same as cartons are arranged in the 
retail store. 

Then, A shoe man seeking a bit of knowledge will go to the 
carton on the shelf of the school the same as a clerk in a store 
goes to a carton on the shelf when he wants a pair of No. 4B 
shoes, style X YZ. 
¢AThere’ll be no rambling around the lot for knowledge of 
shoes. It will be there, right in the schools. Much of it, of 
course, will be what every live shoe man knows staple knowl- 
edge, like the bread and butter styles, the sellers, on the 
shelves. 

For the school is to instruct the rising generation. The 
generation that has risen can take care of itself. 

This shoe will teach the making of shoes. But only as an 
incidental to the introduction of science into the shoe in- 
dustry. 

A shop is to be fitted up with “everything from a tack to 
a complete factory equipment” in the school. Also, a hand 
method shop. 

Students in the school will be taught shoemaking by hand, 

the good old-fashioned way, which old timers declare the 
best way to teach shoemaking. 
-~Also, students will be taught to make shoes by machinery. 
That’s the modern way. By knowing hand methods, the 
students will know the fundamental of shoemaking. By 
knowing the machinery methods, student» will know the 
modern methods. And comparison of the old and the new 
furnishes material for thought, which thought, absorbed and 
digested, adds to wisdom in shoemaking. 

Every machine in the factory will be set up in a “study 
station.” It won’t be put as close to the next machine as is 
possible, in order to save room, time and labor. It will be 
set apart from the next machine, in an area all its own, said 
area being called a “study station.” 

In this ‘“‘study station” students will assemble and observe 
the instructor tell the why and the wherefore of the particu- 
Jar process performed by the machine in making the shoe. 
Also he will demonstrate the mechanical process of shoe- 
making as performed by the machine. The students will be 
taught to run the machine. But the main thing will be to 
impart the why and wherefore of the machine, for such 
knowledge is the substance of which the science of the shoe 
industry is made up. 

No incubator process will this school provide. Each stu- 
dent will give four years to it. Every process in shoemaking, 
from acceptance of orders and the making of tags to the pack- 
ing and billing of shoes, will be demonstrated and studied. 

The purpose of the school is not to turn out shoe operators. 
Its purpose is to turn out scientists of the shoe trade, men 

-who will observe, experiment and reason, to acquire knowl- 


edge, and acquiring it will co-ordinate, arrange and system- 
a ize it, so that they can use it for the benefit of their indus- 
try, as well as tor the benefit of the public generally. 





This Is Inventory Time 


“Inventory time is here,’’ said the manager of several big 
city shoe stores. ‘‘We took stock yesterday. 

‘The first step in inventory taking is to arrange your stock 
properly by segregating each department and treating each 
separately—for instance, women’s shoes, separating high 
shoes from the low shoes; men’s shoes, separating high from 
low; boy’s shoes treated in the same manner; misses’ and chil- 
dren’s; get your hosiery stock together, your findings stock 
together. 

“I believe that an inventory should be taken on the present 
value of stock, on its actual worth today.. This will give your 
shoes a higher value than that of afew years ago. However, 
while shoes should not be undervalued, they should not be 
overvalued. Give them a good, fair cash value. 

“Shoes are not going to be much cheaper. How can they 
be with the present labor conditions, high wages and the 
numerous demands for shoes, both in this country and abroad? 
Our boys are coming back from overseas and the camps. 
This is a feature that will make for increased demand in 
men’s lines. . 

“This is a time to get rid of your old ‘bugs.’ Every good 
merchant should know his stock from alpha to omega and 
while I believe that almost every merchant in the country is 
familiar with his slow sellers, it is quite possible that his sales 
forcé may not have such a thorough understanding. 

“T have ‘get-together’ meetings with my sales people six 
times a week. I prefer short sessions of ten to fifteen minutes 
daily to a once-a-week meeting, extending over a period of an 
hour or more in time. 

“‘T have often gone on the floor and in an hour’s time have 
gotten rid of many of the slow sellers; many other merchants 
have no doubt had the same experience. But itis the duty of 
every store manager or owner to infuse into the minds of his 
clerks the spirit of co-operation. Make them understand, not 
only your stock, but your store problems. The store is much 
the same as a household, its members should each have a com- 
mon interest, mutual understanding and sympathy, one for 
the other. 

“The most important feature of store co-operation at this 
time is an intimate acquaintance of every shoe on your 
shelves with every member of your sales force. 

“And do not forget that—‘This is Inventory Time.’ ”’ 





Repair ‘Em Over Here, Too 


This “Song of Shoes’ they recently sang at the Army 
camps to the familiar tune of “Over There”: 
Never wear, never wear, 
Any pair, any pair, beyond repair; 
If your.shoes need mending 
Be sure of sending 
For reclamation then and there; _ 
Give ’em care, treat em square, 
Every pair, anywhere, everywhere. 
You’re going over, you're going over, 
And you'll want some shoes when you're over, 
over there. 
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A Merchandising Calendar 


Trim Your Windows According to Events. 


To Get Results a Shoe Merchant MUST 


PRIMARILY USE 


January 1—New Year’s Day 

January 17—Benjamin Franklin’s 
Birthday (1706) 

January 19—Robert E. Lee’s Birth- 
day (1807) 

January 21—Stonewall Jackson’s 
Birthday (1824) 

January 29—Carnation Day, Mc- 
Kinley’s Birthday 

February 12—Lincoln’s Birthday 
(1809) 

February 14—St. Valentine’s Day 

February 22—Washington’s Birth- 
day (1732) 

March 4—Mardi-Gras 

March 5—Ash Wednesday 

March 17—St. Patrick’s Day 

March 20—First Day of Spring 

April 6—United States Enters War 
(1917) 

April 9—Battle of Vimy Ridge(1917) 

April 13—Thomas Jefferson’s 
Birthday (1743) 

April 13—Palm Sunday 

April 18—Good Friday 

April 19—Patriots’ Day 

April 20—Easter 

April 27—Grant’s Birthday 

May 1—Dewey’s Victory at Manila 
(1898) 

May 7—Lusitania Sunk (1915) 


HIS WINDOWS 


May 12—Mothers’ Day 

May 30—Memorial Day 

June 3—Jefferson Davis’ Birthday 

June 14—Flag Day 

June 17—Bunker Hill Day 

June 21—Longest Day of the Year 

July 1—Second Battle of the Marne 
(1918) 

July 1—Battle of Chateau Thierry 
(First great operation by Amer- 
ican Troops) (1918) 

July 4—Independence Day 

July 15—St. Swithin’s Day 

July 18—Great Allied Offensive 
(1918) (Huns began last retreat) 

Aug. 1—European War began (1914 

Sept. 1—Labor Day 

Sept. 7—First Battle of the Marne 
(1914) 

Sept. 21—Regatta Day 

Oct. 7—Missouri Day 

Oct. 12—Columbus Day 

Oct. 31—Hallowe’en 

November 7—Sedan (1918) (Great 
Battle won by American 
Troops) | 

November 11—Armistice Day (1918) 

November 27—Thanksgiving Day 

December 21—Shortest day of the 
year 

December 25—Christmas Day 
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Advertising the Repair Department 


Telling Your Story to the Potential Customer 


WING to the scarcity of leather and the high price 
of shoes, the public is paying much. attention these 
days to the repairing of half-worn footwear. The 

shoe departments, too, of many of the largest stores are 
installing well-equipped repair machines, and even the 
smaller ones keep a man on hand to attend to their con- 
stantly increasing repair trade. If one is going into this 
business at all he might as well get all there is out of it, and 
in order to increase his business he must advertise 
incessantly, for 

The constant drop of water wears away the roughest 

stone; 

The constant gnaw of Tiger masticates the 

toughest bone; 

The constant cooing lover carries off the blushing 

maid; 

And the constant advertiser is the one that gets 

the trade. 


Not only must the shoe merchant advertise, but he must 
do it in a distinctive manner, so that it will attract everyone 
who scans the paper—for every reader wears shoes and is a 
potential customer. Not only should the ads be distinctive, 
but they should be changed frequently, in order to avoid 
monotony. One of the best examples of snappy, up-to-date 
advertising along this line is the series of ads recently run 
by Hahn’s, the big shoe store of Washington, D. C. Among 
the most striking of these—the ads were all of the quarter 
page variety and adorned with appropriate cuts—may be 
mentioned: 
DON’T (Very large black letters) 
WASTE! 
The War Is Over—But Sensible People Will Con- 
tinue to Economize 
When Your Shoes Are Properly Resoled at 
HAHN’S “SHOE-REBUILD” REPAIR 
DEPARTMENT 
we actually REBUILD them into their original 
shapeliness, comfort, beauty—and add months of 
extra,wear. Better materials and superior work- 
manship, at lower prices, than the ordinary ‘“‘slap 
bang” shoe repair shop—make our service really 
remarkable. 
This Week’s Repair Specials at HAHN’S 
(Quotation of prices on soles and half soles) 
No repair job too difficult for our experts—24-hour 
service. 
HAHN’S 
Another ad, which showed a hand casting a half worn shoe 
into the ash barrel had the same caption as the previous 
one—Don’t Waste—and beneath it: 
Don’t throw away half worn shoes—that’s real 
extravagance. 
We can take your Old Shoes—and make them look 
as good as new—adding months of extra service. 
Our war time demand for repair service has given 
this department real Factory Efficiency. 
Enables us to save you money, too! 
HAHN’S 
A third ad linked the old familiar saying of the nine lives of 
a cat with their efficient repair service. In the upper left 
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hand corner was a black cat, and back of her eight outline 
white ones; while in the left hand corner was a shoe, with 
eight smaller outline shoes behind it. The ad was captioned: 


A CAT HAS NINE LIVES! 
Why not YOUR SHOES if properly 
REBUILT at HAHN’S 
Using the original factory machinery, we take 
your worn shoes and actually rebuild into them 
their original good looks, comfort—and added wear. 
Far different from ordinary cobbling. 
Moderate Prices Best Materials 24-Hour Service _ 
HAHN’S 
We make a specialty of repairing Boots, Shoes and 
Puttees for military men. 


They likewise took full advantage of local news items. Much 


space was recently given in the newspapers to Washing- ~ 


ton’s first lady traffic cop, her picture and an extended 
writeup being given in the news columns. It chanced that 
the lady was stationed at the corner upon which stood their 
big store, so they took occasion to run a picture of a lady 
cop, and likewise one of their establishment, and captioned 


them: 
WASHINGTON’S FIRST LADY TRAFFIC 
OFFICER 

not the only big atiraction at 
HAHWN’S Busy Seventh and K Streets Corner! 
For our stores have seldom drawn such throngs of 
appreciative buyers as during our Sale of Women’s 
Boots for Walking and Outdoor Service 

Priced from $5.85 to $7.85 


The last ad of the series showed a man tacking a sheaf of 
calendar sheets to the sole of a shoe, and in large black 
letters was the caption: 
THREE TO SIX MONTHS’ EXTRA SERVICE 
CAN BE TACKED ON YOUR SHOES 
By Proper shoe Repairing 


The balance of the ad was similar to some of the others, 
playing up the “rebuilding” feature, and also quoting prices 
for soles and half soles, and heels for the shoes of men, 
women and children. 

On the far west coast, in the city of the Angels, in southern 
California, the large shoe department of the Broadway has 
fitted up a big repair department, with machinery that 
would do credit to a regular shoe factory. Half a dozen 
men are kept constantly busy attending to the large busi- 
ness, and they take care to acquaint the public with the fact 
in their big ad: 

SHOE REPAIRING 
While It May Not Be Termed a “Style Note” 
There is a Vogue for New Soles and Heels! 
AND SHOE REPAIRING IS COMING INTO 
ITS OWN! 

It is just another phase of the high cost of foot- 
wear—a condition that exists the country over— 
and which we have all accepted as inevitable. 

Those who a few short months ago, never dreamed 
of having shoes resoled or otherwise rejuvenated, 
are, instead of so frequently purchasing new foot- 
wear, having their slightly worn shoes repaired. 

Repairs are, when possible, made “while you wait” 


a 
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A-33 


24-inch base 
8 inches —_ all 
4x8 plate 


, ‘HE crystal bases give them a tone 


of cleanliness and dignity. Their 
brightness lends more attractive- 
ness to the shoe in the window. 


Used by high-class merchants who desire 
an uncrowded display. 


359 Monadnock Bldg. 


24-inch base 
7 inches over all 





D-33 
a TE base 
3% high 
4x8 siete 


MIDGET SHOE FIXTURES 


The Crystal line of fixtures are popular 
the country over. 


Send for Catalog No. 9—illustrating our 
complete line that is ready to ship from 
stock. 


CRYSTAL FIXTURE COMPANY 


CHICAGO, ILL. 














For Better Looking Shoes in Your 
Window Use oe s Invisible 
Top-Trees e¢ a . Ce ” ee ee oe 

















This Top-Tree fits inside 
of the shoe—smoothens out 
rough lines and is also en- 
tirely invisible. 





Sold by 
Jobbers or 
Direct 


Write 
For 
Samples 





No. 8—For Open Form or No Form 
No. 6—For Closed Form 
No. 4—For Men’s Shoes Only 

















Manufacturers 


J ames N. Mayhew Company 


Minneapolis, Minnesota, U.S. A. 














THE ADVANTAGES OF 


2) 


P erfection 






ee ene 





With the Sharp Shoulder and Broad Wear- 
ing Surface 
They don’t scratch floors They do protect 


They don’t wear slippery They do stop uneven wear 
They don’t drop out The do prevent runover heel 


PUT ’EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co., Grin, 
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and in every instance with thoroughness and prompt- 
ness. 
THE BROADWAY 
Distinctive advertising is just as necessary, too, in the 

advertising of new shoes. Not only the merchants in the 
big cities, but in the small ones, are aware of this fact, and 
one of the best ads along this line appeared recently in the 
papers of Litchfield, Ill., it being run by the progressive 
firm of the Henley-Alden Co.: 

PUT YOUR BEST FOOT FORWARD! 

That’s what people do in society, in business, in 
finance, and in the hardest battles of life. 

True, it is just a figure of speech, but the truth is, 
any progress in life depends very much on the 
PHYSICAL FOOT. 

Cold feet are sometimes caused by tight shoes, 
which impede the blood circulation in the feet. 

Short shoes cause hammer toes, broken arches 
and rotating ankles. 

One doctor says that backaches come either from 
the head or feet—and in the majority of cases it 
comes from the latter. 

Weak eyes might also easily come from foot 
troubles or from any constantly irritated nerve. 

It is within common reason that many a child cries 
from tight, short shoes and cannot tell where the 
trouble is. 

It is known that many a woman suffers from 
foot troubles that are very hard to convince of the 
fact. 

THE FIT OF A SHOE IS ACTUALLY WORTH 
MORE THAN THE INTRINSIC VALUE. 

If the shoe does not fit there will be a contest— 
which will give way first, the shoe or the foot. 

People in years gone by would say, “If I buy this 
shoe, how long will the shoe last?’ Now people 
ask, “If I buy this shoe, how long will my foot 
last?” 


BUY OUR SHOES—HAVE THEM FIT AND 
SAVE YOUR FEET 
HENLEY-ALDEN CO. 


Such an advertisement is bound to set people thinking, for 
the truth of the statements are evident to all readers. An 
ad like this must be properly displayed, for people will not 
wade through a mass of fine print, no matter how good the 
advice may be. The ad in question took up a half page— 
was read without strain upon the eyes—and brought a 
goodly number of buyers to the store, particularly of the 
rural class, who during these Winter days have more oppor- 
tunity for reading and cogitating over what they have read. 
For the merchant who desires to use smaller space, the 
pertinent little ad run by the same firm will make instant 
appeal: 
PRICE AND VALUE 
Price is what you pay; value is what you get. 
We hear a great deal about price, but not so much 
about value. 
A farm costs more than a pair of shoes. It is not 
the price that should be considered, but rather, is 
the value equal to the price? 
Some shoes cost more than other shoes—but does 
it matter if you get full value? 
Think it over—and then consider the VALUE of 
our shoes. 
THE HENLEY-ALDEN CO. 
Just one more and then I am done. Consider the crisp and 
snappy little ad recently run by Snellenburgs, Philadelphia, 
Pa: 
THE HUNTING SEASON IS NOW ON 
Don’t let sickness spoil your pleasure. KEEP 
YOUR FEET DRY AND WARM. The best and 
easiest way to do this is to come here and buy 
BLANK HUNTING BOOTS 
We have several grades to shoose from ranging 
from $9.00 to $12.00. —William Bliss Stoddard. 





Did It Ever Happen to You? 


t's THE AND THE WORKERS KEEP ON WORK- 


ERS PREDKT ROTTEN BUSINESS, JING AND SPEND— AND SANE — JUST 
NO WORK, Soup KITCHENS AND THE SAME 
BOLSHEVIKE 


iD nen 





ANO BUSINESS 15 THE 


AND ‘Mast EV RYTHING 15 
BEST EvER 


“i 





MADE IN 


U.S.A. 














AND THE BOYS COME Home 


—PANK 


ANO BUY 
BRAND NEW 


i 


‘ 


IS IT GOING TO 
HAPPEN TO 


SURE 17 1S 


> 











IUUIVUUU.ULALU LA 


SEUIMIIIIUIAUUMOLTUIUUUU ULLAL ULLAL 





Boot and Shoe Recorder FINDINGS, EQUIPMENT and REPAIR DIVISION, 





Dec. 28, 1918 


MM 


| This Kawneer Store Front Put New 

















Do not overlook this coupon. 


KAWNEER MFG. CO 





Let us Show You How a Kawneer Store Front Will Pay a Big Profit 
for YOUR STORE. 


Send it at once. Oa” 


eq NILES :: 


Ss Ji HDA 


Sales Life 
intoanOld 
Building. 


More than 60,000 
merchants have 
proven the value of 
the KAWNEER 
WAY of Moderniz- 
ing their stores. 






HT 





KAWNEER MFG. CO. 
2213 FRONT ST. 
NILEs, MICH. 


Send me a copy of 
FORGING AHEAD 
your new booklet for 
merchants. 

Pin this to your letterhead. 





2213 FRONT STREET 
MICH:GAN 





Sin 


























Nu-Shu 
Products Co. 


Manufacturers of 


NU-SHU PRODUCTS 


Nu-Heel 
Nu-Tan 
Nu-Swade 
Nu-Shu 


has been taken over by 


Everett & Barron Co., Providence, R. I. 


who will continue making these high grade preparations exactly as 
heretofore. 
Mr. Henry D. Robles is now connected with this concern and assures 
his trade that greater facilities will ensure prompt shipments. 


IT MAKES GOOD 


NU-SWADE 


TRADE MARK 
OR WE make GOO? 


0 ¢l als 
. Cleaning and re-colonis 


“4, Buckskin & Ooze So 


NA RS 
DE IN ALL COLOR 


MFG. BY 


Ny 
os Prod wet: at 





- STANDS FOR 





Puait™ 
No Acids -- Gasoline or Turpentine 





to injure the leather 











ATTENDANTS 


at 


The National Convention 


Will have an opportunity to see 


The Modern Shoe Store Seating 


At our St. Louis Sales Office 
926-7 SYNDICATE TRUST BLDG. 
915 OLIVE STREET 


Telephone, Bell, Olive 1984 


BE. t Oftelie, Manager 


AMERICAN SEATING COMPANY 


1016 LYTTON BLDG., CHICAGO 


NEW YORK BOSTON ST. LOUIS 
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Advertising Literature 
According to Events 


There are many classes of prospects which their work or 
events form. They have needs common to each class; and 


there is the advantage of knowing that when you have them > 


in a class you can size up the needs of one of the class and talk 
to the whole bunch. There are high school boys who leave 
as a body for the farms. There are the schools, Sunday 
schools, or clubs who leave in a body for camps. They need 
certain shoes. 

When the farm hands from the East—many of them 
amateurs—began to pour into Coldwater, Kansas, Adolph 
Lindstrom, manager of the Home Mercantile Company of 
that town of 1,400, handed out to each arrival a card on which 
he called attention to the store’s shoe stock. He was hitting 
the nail on the head, because he knew that the newcomers 
would soon be ready to buy—after they had tried the har- 
vesting game in their street shoes. 


On Learning of New Arrivals 


Do you appreciate any attention shown your baby? You 
bet you do! Here are shown both sides of a card which is 
mailed to the parents of new arrivals; then it is presented, 


em 


We welcome you to our-city. We 
May we have 


the pleasure, and honor, of giving, you 














hope you will like us. 





your first pair of shoes? We'll appreci- 
ate the favor if some relative will call 
for a mice pair that we have for you. 
Send along the enclosed card filled out 


for our reference. 


WILLIAMS & BYRNE 


COSSVILLE, OREGON 























filed out, to the shoe man. After that it serves as a record 
in a file referred to each month. Birthday cards are mailed 
to the names a few days ahead of the anniversary. 


JAN. FEB. (ox. ) APR. MAY JUNE 
= 


rarranet tap Cee 7. Ione / 

Parens__LAAL Tad Rs J. free 
iti: a ve Sy 
Marck 2o, 19/8 



































Date of Birth 
Fill out this card ‘and present 
to us and we will give to the 
bearer the shoes referred to. 
q | yr 
| JULY AUG. SEPT. oct. Nov. DEC. 














At other times timely pieces are sent—school shoe litera- 
ture, for instance, when the age of the child reaches the right 
‘point. At younger ages Easter advertisements are sent. 
“This file, in the hands of a salesperson or office employee who 
will give it regular and continued attention, will run up sales 
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enough to make it an extra salesman on the staff. Like any 
other feature of the business, it will not run itself. 


Get Special Lists—and Use Them 


The commercial club of a Western town put on a Home 


Garden Contest some years back. This brought out more: 


home gardens than the town had seen sprouting in any single 
season. 

Each gardener registered to enter the contest and his 
garden was protected and placarded and numbered. The 
shoe man who evidently sold the most shoes to the gardeners 
was the fellow who copied the list of entrants from his com- 
mercial club’s records and used them. 


This circular letter went out as each name was added: 


YOUR HOME GARDEN MAY WIN A PRIZE 


It certainly will help you to save on table expense. 

It will help you to better health. 

Do not work in the garden with your GOOD or BEST shoes 
on your feet. Save them for the street or dress occasions. 
You will find comfort in a pair of light, soft leather outing 
shoes. They are inexpensive, light and very comfortable. 
They are made for the purpose. Dress or street shoes are not. 

Come in on your way home and let us-show you the shoes. © 


Your shoe dealer, 
M. R. FELS. 


Every Name an Asset 
Every name of a shoe-wearer in a retailer’s district is an 
asset—too easily overlooked by the retailer. He will work an 
hour to sell a pair of shoes; he fails to see sometimes that in 
addition to his newspaper advertising, a campaign of advertis- 
ing by mail can be working on a group of hundreds—really 
working while he sleeps. 





Lynn and Laces 
An Industry of Better Service 


Shoe laces are made in Lynn. 

The daily output of one factory would reach in a string 
from Lynn to Portland, Me.~—a distance of 100 miles. 

The annual output would reach from coast to coast. 

It takes a lace six or seven feet long for some of the high 
boots. 

Laces are twice as long as they used to be, since women 
began to wear high boots. 

Laces are of cotton, mercerized cotton and silk, are of flat 
braid, round and tubular patterns, and, when regulations 
permit, are of as many colors as the rainbow. Just now, 
however, only black, brown and white laces are selling. 

Laces are spun and woven in textile mills. 

Laces are cut, tipped, and otherwise finished by ma- 
chinery. 

Lace making machinery is a product of long, tedious toil 
by inventors. One man worked thirty years on a lace tip- 
ping machine. 

One machine counts laces by the gross, and rings a bell on 
the last count, to arouse the operator if he is careless. 

It takes a year to turn the raw material into a finished shoe 
lace, in the ordinary course of manufacture. 

A lace may wear a week, a month, or a year, before it 
breaks. 

However, conserve laces. Also, Mr. Shoe Clerk, remember 
that laces are good merchandise, and don’t give them away. 
When tempted to do so, just think of that man who toiled 
thirty years on a machine to tip laces. He never was com- 
pensated for his toil. In those days, shoe stores gave away 
laces. 
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Indispensable Tool 
for Shoe Dealers 


The ‘“Universal’’ Shoe Lace Tipper replaces tips in- 
stantly by simply pressing the handles. Made of 
tempered steel—will not break. Highly polished and 
nickel-plated. 

GUARANTEED—We will replace any Faulty Tipper 
on receipt. Saves its cost on one busy day. 


Price $1.25 each 
Special discount to Jobbers. 


Send for catalog of Shoe Lasts & Stands, Mogle Jacks, 
Lap Lasts, Nail Cups, Heel Plates. etc. 


THE ROOT-HEATH MFG. CO. 
PLYMOUTH, OHIO, U. S.A. 
N. Y. Office, 90-92 W. Broadway, D. N. Winner, Mgr. 








Make Buyers 
Out of Passersby 


Hugh Lyons period fixtures lend 
character and distinction to 
window displays. 


They enable merchants to em- 
ploy new methods in displaying 
shoes — to “make buyers out of 
passersby.” 





We will be pleased to send you 
our supplementary catalogs 
showing our William and Mary, 
Adam, Queen Anne and Chip- 
pendale designs. 




















HuGH LYONS & COMPANY 
0-0. @ ae 1 6 5-2 O10 ee ©) oe ~) 0-9-9 3-9 =) 
LANSING - MICHIGAN 


NEW YORK SALESROOM CHICACO SALESROOM 
SSW. 32nd STREET 234 S. FRANKLIN ST. 














IT, DOES NOT|RUB' OFF. 
New York, N. Y., Nov. 16, 1917 
Today we have at last succeeded in making DARK 


BROWN “JAPANOLE” as good as our “JAPANOLE” 
BLACK STAIN (that ought to be good enough). 


Very Dark Brown “JAPANOLE” 


Makes COLORED Leather BROWN. Makes BROWN Leather 
BROWNER. Makes OLD Leather like NEW. 


4 oz., $2.00 a ‘doz.; $23.00 a gross. Pints, $1.00cea. Quarts, $2.00 ea. 
“JAPANOLE” does not freeze in the coldest weather 


é“JAPANOLE” Black Stain 


B 

The Wonderful Instantaneéus Black Dye That Never Comes Off 
MAKES COLORED LEATHER BLACK 
MAKES BLACK LEATHER BLACKER 


4 ot., $2.00 a doz.; $22.00 a gross, Pints, $0.50 ea. Quarts, $0.90 

















For Sale Everywhere and by Us 
Most jobbers sell Black, Brown and Ox-Blood “Japanole,” if yours 
does not, write us and we will sell you direct. 
RESTORFF & BETTMANN, Mfrs. Established 1874 
79 Mercer Street, New York 


NATHAN ANKLET SUPPORT 


Here is the 
NATHAN Adjustable 
Arch Support. 


Note the simplicity! 


It will surely relieve 
foot troubles — give 
comfortable — 
to weakened arches 
and—through repeat- : 
ed sales—make a constant tidy profit for you. This 
arch support is an absolute necessity in any shoe store. 
Write us about our free 10-day demonstration offer— 
a post-card will do. 


CO., 88 ee Y. 








Trade Marks. in Foreign 
Countries 


Do you Realize the Importance of Protecting your Forvign 
Trade in Cuba, Mexico, the South American Countries and also 
in Europe, Asia and Africa? 

Certain Foreign Countries award exclusive trade-mark 
in a trade name or mark to the first applicant, irrespective of 
prior use by another. This allows the piracy of valuable trade- 
marks in such countries. 

The Boot and Shoe Recorder maintains a Patent and Trade- 
mark Department fully equipped to, promptly handle your ap- 
plications for Registration of Trade-marks in all Foreign Coun- 
tries, as well as in the United States. Address all Inquiries to 
Boot and Shoe Recorder Patent and Trade-mark Department, 207 
South St., Boston, Mass. 





























OVER 


300,000,000 


A YEAR 


is said to be the volume of the shoe repairing 
business of the United States. 


ARE YOU GETTING YOUR SHARE OF IT? 


If not, let us talk over with you the possibil- 
ities of a repair department. You will be 
interested to know what others are doing 





United Shoe Repairing Machine Company 


BOSTON, MASSACHUSETTS 


Te 
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Eleven years’ shoe ex- 
perience, but the Wizard 
course “opened his eyes.’ 


Read what Dr. Altenburg has to say about our free 
Every shoe store 


proprietor should see that every employee reads the 
It points the way to 


better shoe sales and broader opportunities. 


course in orthopraxy of the foot. 


letter through and through. 


December 1, 1918 


Wizard Foot Appliance Co., 
St. Louis, Mo. 


Gentlemen:— 

There is no question of doubt in my mind but that I owe 
you an expression of what I think of Wizards and their 
course of instruction in ““Orthopraxy of the Foot.” 


I sold shoes for nearly eleven years and: was always con- 
sidered at least an average “shoe man,”’ but. it took the 
‘“‘Wizard” course in “Orthopraxy of the Foot’’ to open 
my eyes to the possibilities of success. After studying 
this course of instruction and applying the knowledge 
gained therefrom, my advance both in eee and position 
was greater than I ever expected. 


I have done some seemingly almost impossible things with 
Wizards, have had patients who had “‘doctored”’ for years 
for rheumatism, who after being fitted with Wizards had 


complete relief. 


While in Uniontown, Pa., 1 had five men come to me who 










All leather — no metal — feather-light — patented over-lapping pockets. 





9 
















had been turned down by the recruiting office of the U. S. 
Army. I fitted all of these boys with Wizards and kept 
them properly adjusted. In from six to eleven weeks, 
these boys were able to go back and enlist, and all are now 
with the colors, two of them being in France. 


In a letter from one of them, Ralph Brehm, he says, 
“Without my Wizards I would never have had this 
wonderful opportunity.”’” In another place he says “Am 
hiking it better every day.” 


Since completing your course I have furthered my study 
of Foot Correction and am now kept busy with practically 
nothing else, but to my fellow shoe men who are un- 
familiar with the Wizard System of Foot Correction, I 
will say, enroll for this course of instruction, study it and 
apply the knowledge gained, and just so sure as you do 
this you will find yourself steadily going up the ladder of 
success. 
Yours very truly, 
DR. M. CLYDE ALTENBURG, 


Chiropodist with Claybaugh & Milliken, Charleroi, Pa. 


Wizard Foot Appliance Co. 
1661 Locust St., St. Louis, Mo. 
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HEN well-known mak- j 
kers of high-grade 
8, Ps y 
is, shoes find a certain 
am line of leathers so dependable i 
that they buy and cut them ; 
j month in and out— 
- and when retail dealers find 
n- the shoes made of these ‘ma- 
I terials salable and satisfactory 
ri season in and out— 
of —then those leathers have j 
passed creditably the best two 
(] 





tests of value that can be made. 
Agoos Bell Brand side and 
veal leathers have a notable 
record for passing these pre- 
cise tests satisfactorily. 







S. L. Agoos Tanning Co. 


Specialists in Fine 
Side and Veal Leathers 


145 South St., Boston, Mass. 
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WELCOME 
N-S-R-A 


E extend to you a cordial 
invitation to visit our 
booth at the Convention, 

where you will find on display 
shoes made of our fabrics, in- 
cluding the popular Eve Cloth, 
Endura Cloth and Windsor 
Cloth, and where we shall dem- 
onstrate the advantages of our 
“Redline 
and 

SUM Wea FNC 
—Shoe Linings that add to the 
wear of the shoe. 


Farnsworth-Hoyt Company 


Booth 2 Room 218 
SECOND SAMPLE-ROOM FLOOR 


HOTEL STATLER 
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MISCELLANEOUS MISCELLANEOUS MISCELLANEOUS 
“FISHER” Milbradt Rolling Reece’s Rocker Bottom Wood Sole Shoes 
Trade Mark Step Ladders Wasden Sole 
Pat. Off. are made in a great many an nen 
HEEL and styles to suit all kinds of Perfect 
COUNTER stores and shelving. Fitter 
SUPPORT - Kf, A og = 
Without With 4 ok +... jo — ip the ap 


Prevents the Counters of Boots and 
Shoes from Running Over. Easily A 
plied. No Repair Department should 
be without them. 


The New Improved 


“E. W.” 
SHOE STRETCHER 


will adjust counters or stretch 
shoes two whole sizes without 
damagin the | shoe. Ran of 
sizes: isses’ 13 to men’s 12. 
Shoes can be stretched + ag 
across the base end or of ti 

es —- anon or widt to 

eac 


F. v. WHITCHER co. 
Bosten 





Chicage 





taser oi oo 
Ss jec ap- 
proval satisfaction 
guaran 

Write heventtiiiiiain 
showing 18 styles of 
ders as well as other store 
fixtures. 


Milbradt 
Manufacturing Co. 
2410 N 10th St, 

St. Louis, Me. 








| | Wanted at Once 


Manufacturers’, Retailers’, or Sur- 











No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 


Merchandise of All Kinds Purchased 








for Department Store 
for Cash 


plus Stocks of 


SHOES 


No Quantity Too Large. 
Leases Taken 


GLOBE MDSE. CO. 
Indianapolis, Ind. 


New York Office 
23 Lispenard St., New York City 


Short 
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ph Grain in Yepers. 
‘Sheen asabove....... SPE $1. 4 te “ 80 
High LeceSbees .......60000 2.1 3.00 
Boots, fourteeninch ........ 2. 3s 4 3.75 
Send for Catalogue 
REECE SHOE CO. - - COLUMBUS, NEB. 











E OSCAR ONKEN Co. 
1141 W. an Se Cincinnati, Ohio, U. S. A. 











Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 


—— SSS ——— oS —_— Ese 


THE ABILITY TO LOOK AHEAD IS VITALLY 











‘“‘“NATURE’’. 
A Man’s Tan Calf Oxford 


| 
| 
| 


The Preston B. Keith Shoe Co. 


BROCKTON (Campello Sta.) MASS. 


New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex Street 


NECESSARY IN THE SHOE BUSINESS 


While taking care of your customers to-day, give 
thought to something that will please them to- 
morrow. ‘The styles shown here—Wonder 
Lasts of the trade—promise a great volume 
of business to dealers who have these models 
in stock. These are KEITH’S KON- 
QUEROR SHOES all through, which 


means absolutely dependable values. 


They are shoes which represent a 
standard in manufacture: that is 
uniformly excellent. They have 
the style and fitting qualities 
which create sales of a large and 
profitable nature. 



















‘““‘BAYNE”’ 


Woman’s Gun Metal 
Calf Bal 


————— SSE rE 
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. ACCURATE - COMPLETE - HANDY 








Send Your Order Now 


for the 


1919 Directory of 
Shoe Manufacturers 
IMPROVED-REVISED-CORRECTED 


AS a 


74 l < yi é ; 
American 
Shoemaki 
Directory 
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The 16th original edition will contain all the improved 
features of previous editions, thoroughly and carefully 
revised to date. 


More important changes have occurred during the past 
year than ever before. Many new firms, changes in 
addresses, new superintendents and buyers, changes in 
lines of production, etc. 

Remember this is the only Directory giving complete 
description of product, output in plain figures, special 
buying hours, and containing the names of actual 
manufacturers—no jobbers included. 





American Shoemaking Publishing Co. 
Successors to Rogers & Atwood Pub. Co. 
683 ATLANTIC AVENUE - - BOSTON, MASS. 








Le 


More Men’s Shoes 
Will Be Needed in 1919 


Buy reliable shoes with best leathers, 
manufactured by shoemakers of 
long experience: 


ARMY BLU.—Goodyear Welt, Soft Box, 
Leather Counters, White Rubber Middle 
Sole, KORRY KROME Outsoles. 


No. 1132. Choc. Veal Unlined . $4.50 
No. 1133. Choc. Vanity Calf Lined 4.50 
No. 1134. Choc. Waukegan Calf 

Lined 4.25 


C, D or E widths, sizes 6 to 10 and 7 to 11 
(Made on order—not carried in stock) 


RELIABLE SHOE CO. 


NATICK, MASS. 
































The 
House of 
Taylor 


HOTEL MARTINIQUE 


Broadway, 32d & 33d 
Sts., New York 
Direct Entrance to 
Broadway Subway and 
Hudson Tubes. 

One Block from 
Pennsylvania Sta. 
Equally Convenient for 
Amusements, Shop- 
ping or Business. 


Rates $2 Per Day and Up. 
A SPECIALTY 


155 Pleasant Rooms, 
with Private Bath 
$3.00 PER DAY 






The Martinique Res- 
turants are well known 
for good food and rea- 
sonable prices. 











by estatet-hne| 
fine felt 
rekon a4 =F: he 












a Qamples 
submitted upon 
request. Ask 
for Catalog 


fandard Felt Company 


West Alhambra California ” 
New York, Chicago. San Francisco 
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FOR SALE 


_ WANTED TO PURCHASE 





“EN TIRE STOCK 
FOR SALE” 


is the message 
that interests us 


We buy for cash, wholesale, retail or job- 
bers stocks of shoes; men’s, boys’ and 
children’s clothing; men’s and ladies’ 


furnishings; ladies’, misses’ and chil- 
dren’s wearing apparel; dry goods; cot- 
ton and dress goods. No proposition so 
smallastoescape our att-nt:on—noneso 
large as to be beyond our control. 
References:—Commercial Agencies. 


Call, write, phone or wire 
HERMAN DORNBUSCH, Appraiser 


David W. Biow Co. 


520 Broadv'ay New York City 








We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
other merchandise. 
MGuancity no object. 
‘or 80 years our specialty. 
Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
*Phone, 2328 Williamsburg 











CASH PAID 


tor shoe stores or surplus stocks of shoes 
or for other merchandise. Leases taken 
over. We will send a representative to 
investigate and make offer upon request. 


Max Kalter Mercantile Co. 
100-102-104 Grand St. New York City 
Phone Spring 9418 











MISCELLANEOUS 
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Boot and Shoe Recorder 


Published Weekly in the interest of the shoe 
merchant, wholesaler ‘and manufacturer by the 


BOOT AND SHOE RECORDER PUB. CO. 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 


OFFICERS OF THE CORPORATION 


CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen'l Mgr 
GEORGE W.R. HILL, lst Vice-President 
H. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 


SWAIN, CARPENTER & NAY, Counsel 
101 Tremont Street 


ARTHUR D. ANDERSON, Editor 
WALTER C. TAYLOR 
GEORGE E. B. PUTNAM 
E. C. LOGAN 
HELEN’ M. HANEY 
Associate Editors 











WANTED TO PURCHASE 





| 


w, 


We Buy for Cash 


Admin J Jobbers’ 
Retailers’ Surplus Stocks, PS 
Closeouts 

NO QUANTITY TOO LARGE 
We also purchase entire stocks 
from retailers or manufactur- 
ers. Send us particulars of 
what you have for sale. 
Short Term Leases Taken 
We pay Highest Cash Value 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 
537 Broadway, New York, N. Y. 
Telephone 2248-2249 Spring 


00 a0 eae 
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Highest Cash Prices Paid 


for entire shoe stocks. We also 
buy your surplus or slow sellers. 
Quantities no‘ object. Retail or 
wholesale. Short term leases 
taken off your hands. 
Wire or Phone us 
Correspondence Confidential 
tablished 1890 


GLAUBERG & CO. 
4Cl mentee, New York 


Phone Canal 4119 


We also purchase clothing, 
hats furnishing goods, etc. 





Every Shoe Store Needs 
a pair of 
“MANCHESTER” 
(Trade Mark Reg. U. S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just the 
right shape to cut out 
tacks on the inside of 
shoes. 


“Manchester” 
Trade Mark Reg. U.S. 
. Pat. Off. 
nippers are made of 
high-grade tool steel, 
nickel plated with a 
curved jaw that ena- 
bles you to cut the 
tacks close to the in- 

- sole. 

Be sure and specify 
“MANCHESTER” 
cufve jaw when order- 

ing. 

Write us direct if 
your dealer cannot sup- 
ply you. 

Price, $4.50 


Frank W. Whitcher Co. 


Patentees and neenee 


FECES Ine 





Branch 


Boston, Maas. soon rapeh, 











WANTED FOR EXPORT 


Slow Sellers 
YOUR } SurpiueStocks 
Entire Stoc’ 
4 FOR CASH 
NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 


The Influence of the 


Boot and Shoe 
RECORDER 


with retail shoe buyers is 
the greatest aid your sales 
department can possibly 
have or get. 





PUBLISHERS’ NOTICE 


SUBSCRIPTION—The subscription price of the 
t and Shoe Recorder is $3.50 a year in 
advance, which includes postage in the United 
States, Cuba, Hawaiian Islands, Philippine 
Islands and Mexi The — for Canade 





is $5.00 a year, ieding pe 
FOREIGN SUBSCRIP'! TON The | price to all 
foreign countries except the above is $7.50 
o year, including postage. 
All subscriptions are payable in advance. 
ADVERTISING RATE of Advertising 
rates furnished on application. For rates for 
Wants, for Sules, etc., see Want Page. 





OFFICES IN 
seecens ra gg 224 b meeene + pa Geo. W. 


R. Hill, const. Telephone 
CHICAGO OFF E: 189 Weat Madison St. Tele- 
phone Franklin 5073. B.C. Bowen, Manager 
ST. ante ae 1627 Locust St. B. “Cc. 


Bowen, Mana 

NEW YORK OrF ‘FICE: Room 102, Graham Bidg., 
127 Duane St. =" Walter Scott, Manager. 
oor 959 Wor! 

de LADELDIIIA OFFICE: 929 Chestnut St. H. 

alter Scott, Manager. 

HAVENT L OFFICE: Chamber of Commerce 
a Fagg + we National Bank Bldg. Geo. 
W. R. Will, Manager. 

CINCINNATI OFFI E: 501 First National Bank 

a a = C.. Bowen, Manager. Telephone 


Mai 
ROCHESTER OFFICE: 626 Granite Bldg. 
Tel. aa 2473. 
LYNN 0 FICK. Fred A. Gannon. 
LN LWAUKER OFFICK: B. C. Bowen, Manager. 
a DEPT.: 207 South St., Boston, Mass., 
Alex R. Zoccola. Director 
Paris tilices 66 bis Rue Saint Didier, George E. 
Light, Manager. 
London Office: John-C. Curtis, Manager, Man- 
sion #louse:Chambers, London, E. 
Australian Office: Cromwell Building, Melbourne 
m, Hi. Elsum, Manager. 
Argentine Office: Elias N. Rocca, Balcarce 150, 
uenos Aires. 
a Soaiens Leon cio de Miguel, 20 Fuencarral, 
adri 
Cuban Office: S. Vidal Vidal, Manager, P. O. Box 
148, Santiago de Cuba. 
Brazil: Leon Combacau, Ouvidor 71, Rio de 
Janeiro. 
Japanese Office: Yokohama, J F. Wagen, Man- 
ager. 











EDITORIALLY, THE 
Boot and Shoe Recorder 


is the most alert, aggressive and 
progressive journal in the world 
published for the shoe merchant. 
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Classified and Opportunities Department 








“Recorder” rates for space less than one- OSITIONS WANTED: Three conts per word for each, insertion 
eighth page per issue: , five conte be word for each insertion, | Minimum 
ltime 7 ti 13 times 26 times 52 ti amount accepted, One Dollar. 
1 toch eae $4.00 $3.00 $2.75 $2.50 $2.00 come. in care of hia oie, twelve ord most be cligwed to cach ndver. 
2 inch..... 8.00 6.00 5.25 4.75 4.00 tisement for address. vertisers replies forw 
3inch.....12.00 9.00 7.75 7.00 6.00 aivertiscment and paid TSacuslingds. Rascantoads aust booms 
a 15.00 12.00 10.00 9.00 8.00 ee 





Payment in advance is required, except when regular advertisers, as amounts 
are too small to open accounts 








SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





Woes SALESMEN—For State of 
Missouri. Only territory we now have open 
pa “7 po by mee an with es’ — 
y ne able to han le proposition on a straight 
commission basis. High-grade line of men’s, boy’s 


SS men wanted to carry a small line, 
medium priced school shoes; consisti 10 
samples, of boys’, youths’, and little gents’ McKays. 

a = with established trade and none con- 

ines need apply: — ready Feb. 1, 
hoe & 








flicti: 
and gent’s service shoes and some semi-d 1919." LJ Excelsior lipper Co., Cedar- 
oten. ade in last" year Gain in b ~_ . burg, Wis. z sy 
a cnn i ae Luedke Schaefer S ALESMEN WwW /ANTED! es enced. For 
WANTED—We - have openings for a few | live aa te pn tins ius “In Stock” Men's Fine 


wire salesmen to handle a line of superior 
soft sole shoes and moccasins, children’s first- 
steps and children’s turn shoes in 3-8. Our line 
is very well-known and firmly established, and to 
men of the right caliber, we aoe a good posi- 
tion to offer. MacMaster, 89 ‘Allen’ St. St., 
Rochester, 


SALESMAN WANTED—By Elegant Shoe Store 
in large town in Massachusetts, splendid op- 
portunity for the right kind of a man. References 
required. Address B150, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


GHOE MANUFACTURERS’ GOODS—Sales- 
man to represent established Eastern house on 
commission basis for Ohio. Address stating age, 
experience, also what other line carrying. One 
with office preferred. Fabrics, care Boot a Shoe 
Recorder, 127 Duane St., New York, N. Y. 


GALESMEN wanted for quick selling side line, 
men’s fine welts, 12 samples, $4.00 to $5.00, 
6 per cent commission. For territory and details 
write R. K. L. Co., 10 No. Ionia Ave., Grand 
Rapids, Mich. 


WANTED live wire experienced salesman with 
following of shoe and de ment stores to 
handle on liberal commission is, side line, im- 
mense seller, child's leather novelty. L. Wein- 
berger & Co., 656 Broadway, New York. 


A WESTERN gy my of grade 
Women’s Welts, Turns and McKays now in 
position to expand their business, offeri 
opportunity for energetic and successful salesmen. 

er men now traveling the following territories: 
Illinois and a) Kentucky, Tennessee and West 
Virginia; Ohio and Michigan; Towa, Nebraska and 
Minnesota. State age, experience and sal 
wanted, also reference in first application. All 
shies ‘will be treated confidentially. Address 

care Boot and Shoe Recorder, 207 South 

St., Boston, Mass. 


WANTED —Baperieneed salesmen, covering the 

towns and cities—none others need 

apply territory a as follows: The Southern States, 

Ohio tern Pa., also Michigan, to sell 

the old established FOX line of high-grade In- 

fants’ Soft Sole shoes. Ten Pr, cent commission, 

=m clever sample outfit. side line second to 

in this country, backed up | by a large, up-to- 

date ite } hm State full particul 7 in first letter. 
F. J. Fox Co., Mfgrs., Rochester, N. Y. 


A7ANTED road salesman for Iowa. " Qualifica- 


tions of applicants must combine strong per- 
sonality, successful sales record in Iowa. i- 
nent trade marked, children’s line stocked in 





Chicago. Established trade 200 samples. You 
ladies to infants, turns, welts, McKays—med. a 


gee grades. State a; a or maneee. os 
lormation—past and connections. Address B 141, 
Boot and Shoe Recorder, Security Bldg., 


care 
Chicago, Il 


*ALESMEN WANTED—Good experienced shoe 

salesmen for high-grade western line of men’s 
work shoes in the following territories: Michigan, 
Ohio, New , Nebraska and Colorado, Indiana 
and Illinois, Texas, Virginie and West Vi 
and Kentucky. Only live shoe salesmen wi an 
‘established business will be considered. Address 
ba ” care Boot and Shoe Recorder, 189 
West Madison 3 St., Chicago. 


Great future for hustlers. OGDEN 
1015 Cold Spring Ave., Milwaukee, 


ATTENTION 
RETAIL SALESMEN 


Now that the war is over we are building 
up our sales force and want several expert 
shoe salesmen. Only men who have fine 
records and are ambitious, and who can 
earn from $30.00 to $45.00 per week wanted. 
Address, giving all particulars as to age 
and experience—Opportunity, 496 Main 
St., Buffalo, N. Y. 


Dress Welts. 
SHOE CoO., 
Wis. 











Here’s a Bigger 
Job for Some A-l 
Retail Shoe Man 


ft, 


Large arch urer, doing 
a national business, needs skilled sell 
shoe salesman, preferably one with experi- 
ence in fitting arch supports. Not a retail 
job but one with large salary to start with 
and much larger earnings to work for. 
live opportunity for a live-wire. Give full 
information in application. Address 
B153,, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 











Shoe Trade Salesmen 
$30 TO $60 AWEEK EXTRA 


This is what two men traveling down 
South are making every week sell- 
ing our complete iine of leggings and 
overgaiters as a side line to the shoe 
trade. Plenty of business ahead. We 
want a few more first-class men to 
completely cover country. If you are 
a top-notcher, here is a bona fide 
opportunity to increase your income. 
Send us all details in confidence. 


GOODWEAR LEATHER MFG. CO., Inc. 
Makers of f+ = and Overgailers 


or more ten years 
65 WEST HOUSTON ST. NEW YORK 











GHOE salesmen wanted to sell shoe laces as a 
side line. Liberal commission. State territory 
covered. References required. Address _B128, 
= Boot and Shoe Recorder, 207 South St., Boston, 


1X7 ANTED—Live | wire salesman, acquaintea 
with shoe and Finding Trade, to sell Cotero 
¢ Pads, either straight or side line. Cotero 

te ion Mfg. Co., Burr Bldg., Scranton, Pa. 








POSITION WANTED 


AMBITIOUS young man, A-1 reference, twelve 
years’ retail shoe experience, desires © — 
tunity with either manufacturer or jobber. A: 
K108, care Boot and Shoe Recorder, 127 Duane 
St., New York. 
At ‘SHOE SALESMAN, window trimmer and 
ager, now yed, wants change, eight 
_ "s experience, best ‘of reference. Address B149, 
tt and Shoe Recorder, 207 South St., 
leaten, Mass. 
PRACTICAL ADVERTISING MAN, window 
trimmer and card writer, age 31, with 10 years’ 
—_ shoe geome desires connection —_ 
large aggressive retail store aving opening for 
man specially qualified to efficiently ~ dle the 
advertising and display end. Address B144, care 
ro and Shoe Recorder, 207 South St., Boston, 
ass. 














HELP WANTED 


FOREIGN 
CORRESPONDENT 


Desires to make a connection 
with a firm in need of the services 
of an expert correspondent. 


The advertiser speaks and 
writes fluently, English, French, 
Spanish, Italian and German. 
Address Foreign Correspondent, 
care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 




















LINE WANTED 


GHOE MANUFACTURERS—Line wanted’ for 
west of Denver territory and export trade, to 





sell to oe oa retailers, co. 
=_— ly train ed salesman, well ted 
with’ important shoe buyers, will ler only 


such an organization as is in a position to ya 
a big volume, one condu on a modern, efficient 
basis. Address B147, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 
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‘“‘Recorder’’ Occupational Bureau for Returning Soldiers and Sailors 


Have just returned on the Canopic and have been honor- 
ably discharged from the Aviation Corps. Previous to enter- 
ing the service, I conducted my own business in the con- 
struction line for five years. Before that was in the shoe 
business. I am most anxious to make a good connection in 
the leather or shoe manufacturing business,—preferably the 
former. I am thirty-one years of age. Address S7, care 
“Boot and Shoe Recorder,” 207 South Street, Boston. 





A corporal with the A. E. F. returning to civilian life, 
would like to communicate with some manufacturer of McKay 
sewed shoes—some good line for the Southern trade. Six 
years’ shoe experience before entering service. Address S10, 
care ‘‘Boot and Shoe Recorder,” 207 South Street, Boston. 


A Lieutenant aviator just released from active service, 
would like an opening with a leather house. College gradu- 
ate. After leaving college, went directly into the Service 
as aviator. Would like an opportunity to learn the leather 
business. Address S8, care ‘Boot and Shoe Recorder,”’ 207 
South Street, Boston. 


Just been released from the U. S. Army, and would like 
to travel for a good shoe house. I don’t care what territory 
as long as I am assured of a good remuneration. Before en- 
tering the service, I was in the shoe business in Detroit. 


_Address S9, care “Boot and Shoe Recorder,” 207 South 


Street, Boston. 





LINE WANTED 


EXPORT OPPORTUNITIES 


EXPORT OPPORTUNITIES 














ANTED—Womans’ line of Welts, for New 

York City, for the jobbing trade, can give - 
excellent results, reference furnished. Address 
B151, care Boot and Shoe Recorder, 207 South St.. 
Boston, Mass. 


WANTED—A manufacturer's high-grade line 
boy’s shoes in McKays and Goodyear Welts, 
to sell in Northern Ohio, making my headquarters 
in Cleveland. Address B148, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 
ANTED a line of growing irls’, misses’ and 
children’s welts or McKays for the retail trade 
in the state of Pennsylvania, Baltimore and Wash- 
ington. Address J16, care Boot and Shoe Recorder, 
929 Chestnut St., Philadelphia, Pa. 
HOE MANUFACTURERS—Line wanted for 
Minnesota by a productive hustler. 
Address ““M,” 30 West 35th St., Minneapolis, 


LEATHERLINES 
WANTED 


A well-established Spanish 
firm desires to secure on a 
commission basis, a line of 
UPPER, PATENT AND 
SOLE LEATHER. ; 

Best of American and 
Spanish references. 


FRANCISCO PEREZ GARCIA 


Minn. Asturias Llanes, Spain 


HAVE YOU AN 
ENGLISH AGENT? 


An old established firm of 
multiple shop owners and 
factors are seeking the 
agencies of good medium 
ade men’s and women’s 
ouses. Write direct to 


“TREADWELL BROS. 


133-135 BORO 
LONDON ENGLAND 











FOR EUROPE 


Experienced Salesman speaking Eng- 


lish, French, Italian, German, is look- 
ing for Shoe Line representation 
abroad. Address, B154, care Boot and 
Shoe Recorder, 127 Duane St., New 
York, N. Y. 











FOR SALE 





‘OR SALE—Two of the best upstairs shoe stores 

in Texas, doing an annual business (cash) of 
over $90,000.00. Reason for selling, wish to'devote - 

time to other interests. Address B143, care Boot 





Messrs. George R. Jacob 
& Co., of 112 and 113 
Aldersgate Street, Lon- 
don, E. C. 1, are open to 
purchase Ladies’ High- 
class American Boots 
and Shoes, and would 
also consider the ques- 
tion of a sole agency. 
Highest references can 
be given locally. tis pater 


GANNON BROTHERS 


110 MIDDLE ABBEY STREET 
DUBLIN, IRELAND 


Resident Buyers, and Manufacturers‘ 
Agents in the Wholesale trade, are pre- 
pared to negotiate with United States 
Shoe Manufacturers (or firms in. Allied 
trades), with a view to acting as agents 
on Commission for such firms. or being 
appointed Sole Buying Agents in the 
United Kingdom. Big Business Guaran- 














ffind Shoe Recorder, 207 South St.,. Boston, Mass. 
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shoe merchants. 





BOOT AND 


Member of the Associated Business Papers, Inc. Member of the Root 
Each issue copyrighted by the Boot and Shoe Recorder Publishing Co 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U.S. A. 


—" at the right profit. 


which depends the progress of the entire allied industries relating to shoes and leather: their production an 


Annual subscription in United States, $3.50; per copy, 25 cents. 
Newspaper Ass'n 
Entered at the Post Office, Boston, Mass., as second-class matler 


This is the great problem o 


Canadian, $5.00. 


SHOE RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “‘more” but eg sold for the right purpose, to 


the right wearer, in the right fitting, for the right 
The chief purpose of the **Boot and Shoe Recorder”’ is to help solve it; for this is the a upon 


the retail 
distribution 


Member of Audit Bureau of Circulations 


Foreign, $7.50 








Index to “Where to Buy’’ 


ST. LOUIS CONVENTION SECTION 


American Shoe Polish Co., Chicago... .. . 22 
Beals-Pratt Shoe Mfg: Co., Milwaukee, Wis. 5 
Bowen, B. C., Cincinnati, O.. : ‘ 14 
Bradley & Metcalf Co., GBwauhes, Wis. . is 2 
Brown Shoe Co., St. Louis......... .4th Cover 
Clark, James, Co., St. Louis. .............- 28 


Commonwealth Shoe & Leather Co., Boston 8 
Converse Rubber Shoe Co., Malden, Mass 34 


Edmonds Shoe Co., Milwaukee, Wis. ... . . 2 
Emery & Marshall Co., Haverhill, Mass... . 36 
Helming-McKenzie, Cincinnati, O.......... 10 
Hotel Statler, St. Louis..............3d Cover 


Huntington Shoe & Leather Co., Hunting- 
2 | rer ar ay ae 


Johansen Bros. Shoe Co., St. Louis. .... . . ; 18 
Kalt-Zimmers Mfg. Co., Milwaukee, Wis. . . . 32 
Kreider, A. S., Co., St. Louis and Chicago. 30 
Lund-Mauldin Co., St. Louis........... 20 


Mayer, F., Boot & Shoe Co., Milwaukee, Wis. 6 


McElroy-Sloan Shoe Co., St. Louis. ...2d Cover 
Menzies Shoe Co., Milwaukee, Wis. ; 1 
Nunn, Bush & Weldon Shoe Co., Milwaukee 
Wicisvssacecenduceuts 1 
Polay-Jennings Fixture Co., Chie... ; 16 
Posner, Dr. A., Shoes, Inc., New York City. . 38 
Schmidt, Carl E., & Co., Inc., Detroit, Mich. 
32a-32b 
Stylo Shoe Co., St. Louis. . , 22 
Thompson-Smith Shoe Co., St. Paul. Mian , 12 
Tober-Saifer Shoe Co., St. Louis... . . . 26 


Trostel, Albert, & Sons Company, Milwaukee, 


Wis... 0 
United Shoe Mfg. Ca, ‘St. Leas. sedis 12 
Weyenberg Shoe Mfg. Co., Milwaukee, Wis 3 
Wizard Foot Appliance Co., St. Louis... 24-2! 


4 


ROCHESTER STYLE SHOW SECTION 


Boot and Shoe Recorder Pub. Co., Boston 15 
Hotel Powers, Rochester, N. Y 

Joy, Clark & Nier Co., Rochester, N. Y 
Kelly, John, Inc., Rochester, N. Y 
Menihan Company, The, Rochester, N. Y 
Reed, E. P. & Co., Rochester, N. Y 
Rochester Style Show Exhibitors. 
Sherwood Shoe Co., Rochester, N. Y 

Utz & Dunn Co., Rochester, N. Y 
Wilson, George, Co., Rochester, N. Y 
Williams-Hoyt & Co., Rochester, N. Y 


~ 
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FINDINGS, EQUIPMENT AND REPAIR 
DIVISION 

American Seating Co., Chicago 136 
Binger Co.. New York City 2d Cover 
Crystal Fixture Co., Chicago. . . 4 134 
Emery & Beers, Inc., New York C ‘ity ~ 123 
Everett & Barron Co., Providence, R. I. . 136 
Firestone Tire & Rubber Co., Akron, O 130. 
Kawneer Mfg. Co., Niles, Mich... . 136 
Lyons, Hugh, & Co., Lansing, Mich. ince ee 
Mayhew, James, N.. Co., Minneapolis, 

inn. dacs becwks Me wdeavedvagease 134 


124 
Nathan Anklet Support Co., New York City. 138 
Restorff & Bettmann Co.. New York City.. 138 


Root-Heath Mfg. Co., Plymouth, O., and 
I 6 dna ntdedede<enemae bane 


~~ 0. A. “Treeing Machine Co., Brockton, 


United Shoe Repair Machine Co., Boston 


Whitcher, Frank, Co., Boston.............. 


over 
134 


Wizard Foot Appliance Co., St. Louis. .4th Cover 


BOOTS AND SHOES 
Allen, Poste, Bridgeo Co., Inc., Lynn, Mass. 


Arnold, M. N., Shoe Co., No. Abington, Mass. 109 
Bancroft, Walker Co., Haverhill, re 118 
Bates, A. J., Co., Webster, A EE 93 
Battermann Rubber Co., Boston diy ya 11 
Bluestein Bros., Boston............... a 
Blum Shoe Mfg. Co., Danville, N. Y.. 92 
Bradley & Metcalf Co., Milwaukee, Wis. 112 
Come. J. W., Co., Nashville, Tenn. and 
Ds daesagtaactte ae pana ranean 10 
Case. win, & Son, Inc., E. Wane, 
Serer errr er eee ite ee 104 
Concord Shoe Co., New ps > ee 108 
Cotter Shoe Co., L “eae 21 
Cushman & Co., GC. Witen. cic... 104 
Dalton Co., Brockton, Mass............... 2 
Desbrow Shoe a Inc., Rochester, N. Y.... 89 
Diamond Shoe Co., New York City. . :8-9-102 
Dodge, Nat. D., Shoe Co., Newburyport, 
etackst 44 emsddoneshene doce 104-104 
Duane Shoe ys » Now York Gity.......<.. 
Eaton, Chas. A., Co., Brockton, Mass...... ite 
Edwards & Co., du, Philadelphia ha ee 4th ba 
Edmonds Shoe Co., Milwaukee, Wis... ..... 112 
Elam, F.S., Shoe Co., Rochester, N. Y....... 89 
Ellet-Kendall Shoe Co., Kansas City, Mo.. 110 
lis-Eddy Co., Haverhill, BI: Sci gin Gres ihe 94 
Fox, F. J., Rochester, , 2 ae 89 
Francisco Perez Garcia...... a aeare eae 5 
Freeland, H. H.. Rochester, = Seneeesn 89 
Gannon Bros., “Dublin, Ireland... ......... 145 
Hallahan & Sons, Inc., Philadelphia, Pa... .. 24-25 
Harney Shoe Co., P. J., Lynn, Mass........ 102 
Harsh & Chaplin Shoe Co., + sa Wis. 112. 
Holmes, W w. t. Co., Philadelphia....... 118 
Hyman Bros., Roch _ }. (a 89 
Ideal Vogue Shoe Co., Haverhill, Mass... .. 103 
Jacob, Geo. R., & Co., London, En ce ae 
Johnston & Murphy, ‘Newark, - ee 104 


Juvenile Shoe Corporation, St. Louis. . Front Cover 





Keith, Preston B., Shoe Co., Brockton, Mass. 143 
Kennedy, Edward |e Rochester, Sy Fee 89 
Kleine, Henry, & Co., Chicago........ --. 103 
Knipe 'Bros., Inc., —— Hill, Mass...... 104 
Lane Bros. Co., Eg OT RT pes 102 
Levinson Shoe Mfg., Co. Rochester, enh , oe 89 
Lilly Co., Henry, New York City... .. F 108 
MacMasier, J. J., Rochester, N. acae 
Marathon Shoe Co., Warsaw, WM. .... 110 
Marshall, C. S., Co., Brockton, Mass 116 
Mayer, F., Boot & Shoe Co., Milwaukee. ..94-112 
Mitchell-Caunt Co., Lynn, ‘Mass...... 27 
Monitor Shoe Co., New York City. 103 
Nettleton Co., AE , Syracuse, N. , wae 104 
a AUTON Shoe Co., Rochester 
EE Sar yey ee eae Pee 89 
Nu 4° Shoe Co., E. Lynn, Mass. . 103 
heme. Bush & Weldon Shoe Co., Milwaukee, - 
PET SAR Sr te OS See ae 1 
Ogden Shoe Co., Milwaukee, Wis........ 112 
Paff Shoe Company, Alexa —— Wack: 103 
Parker-Holmes & Co., banshee ane 1 
Peerless Shoe Co., Ct ee ey aS 89 
Powell & Cam ampbell, New York City........ 118 
Racine Shoe Mfg. Co., Racine, Wis... .. . 3d Cover 
Reece Shoe Co., Columbus, Nev..... yy 
Regal Shoe Co., SS EP rere 90-91 
Rhein Shoe Co., St. Louis... . . . 102 
Reliable Shoe Co., Natick, Mass. . 144 
Rice & Hutchins, Inc., Boston... .. 28 
pesemmes, ee pe 120 
Smith, Wm. Sumner, ——— "ae 107 
Standard Felt Co., West Alhambra, Cal 144 
Stetson Shoe Co. Be e, - Weymouth, Mass. 104 
Stylo Shoe Co., St. Louis. ................ 103 
Thompson Bros., oe Brockton, Mass...... 5 
Timson Bros., Inc., Boston...........- sc. 38 
Tober-Saifer Shoe Co., St. I og. «3-0 whee 102 
po RO OT SR a Sear ee 104 
Treadwell Bros., Lond “Oe 145 
United States Rubber Co. New York City... 98 
Vinsonhaler Shoe Co., St. ee 102 


Walker, Wm. H., & Co., Buffalo, N. 117 
be -wanpeny Albert i, Co., Milwaukee, 
Peer PR Peep sr Ee 112 
Weyenberg Shoe Mfg., Co., Milwaukee, Wis. 112 
Whitman & Keith Co., Brockton, Mass. .... 04 
Williams, Clark Co., Lynn, Mass........ 2d Cover 
Wilson, Ge. J. Rochester, 5 See 89 
Wright, E. T., & Co., Rockland, Mass ee ate 100 


re AND OTHER MATERIALS 





pa, B.D Gain TPN eo ook cv ctpccceccccs .141 
=, Gok ta Pittsburgh, | Pre 95 
Beggs & Cobb, Inc., Boston. .............. 105 
Bristol Patent. Leather Co., Boston........ 14 
Creese & Cook , Danversport pik c4 mts aac 105 
Einstein, J., Inc., New York i 111 
Farnsworth- Hoyt o- OT ae s. 142 
Gallun & Sons, A. F., "Milwaukee, . eer 23 
Gitterman, Henry, & Co., New York City. .. 26 
Goodwear Leather Mfg. Co., New York City. 145 
Hub Gore, Boston and New York.......... 105 
Hunt-Rankin Leather Co., Boston.......... 105 
poe A RO SE 105 
Kallmann Co., Julius, Boston.............. 18-19 
Lawrence, A. C., Leather Co., Boston. ...... 7 
Levor, G., & Co., Inc., Gloversville, ies Be 12 
New Castle Leather Co., New York City. . 17 
Pfister & Vogel Leather Co., Milwaukee. Wis. 112 
Standard Kid Mfg. Co. , Boston... .... 22.50. 3-105 
Thayer-Foss Co., ae par 20 
Thomas, Lake & Whiton Co., Boston aesiats 4 
ba Albert, & Sons Company, Mil k 

i acaiisilnia lait: Ace held ae iad abe! haeed yo & dlaa a 112 
Venghain, Geo. C., Peabody, Mass. . 115 


FINDINGS AND SHOE STORE SUPPLIES 


B. H. K. Mfg. Co., New York City. ........ 
Dudley & Co., D. T., Haverhill, | ae WEY 
Good year Tire & Rubber Co., Akron, Qhio. 
Gordon Yew f Co., Providence, R. I. : 
J. & B. Sales Co., Worcester, Mass 
-* hie ‘& Chamberlin Co. , Phila- 
a Dike casi erad 0304: Seid 
Locke, H. E., & Co., Boston. . 
Milbradt Mig. Co., St. Louis. 
Onken, Oscar Co., Cincinnati... 
Streit, C. F. ., Mfg. Co., Cincinna 








mentees * LASTS, esd SUPPLIES, 





RESSINGS, ETC 
Columbus call Mfg. Co., New York City.. 108 
Griffin Mfg. Co., New York City......... 13-108 
Radium Dye Co., Inc., Kansas City, Mo.... 118 
Reece Buttonhole Mach. Co., Boston...... 6 
United Shoe Machinery Corp., Boston... .. . 96-97 
Wade & Co., A. R. Haverhill, Mass... ..... 118 
MISCELLANEOUS 

American Shoemaking Pub. Co., Boston.... 144 
Atlantic Printing i, SOs sic 6nd s sciccese 106 
EO re re rere 145 
Boot and Shoe Workers’ Union, Boston... .. 22 
Brooklyn Purchasing ~~ Brooklyn... 145 
Calderwood & Preg, Boston................ 107 
Credit Clearing House os York City...... 94 
Everett Prenu, Bowtoa...... 2... .ccckecicees 107 
First National Bank ‘of Boston. . wee Be 
Glauberg & Co., New York City. . a xtieentte 145 
Globe a Co., Indianapolis, Ind........ 145 
Grieco, C merical Art, Chicago........ 106 
Harvard Engraving Co., Boston... dead 106 
Hooper Printing Co., Boston............... 106 
Hotel Piendense New York City AS EA . 118 
Hotel ved New York 144 
J eoco N. H 114 
Journal Engraving Co. i a 106 
Kalter Merc. Co., Max. New York City. . - = 

New York _ = Purchasing Corporation, 

PO Rs 5 6. 6:06~ ove dnssccecsesevs 145 
Root, F. S. TN SF eee 106 
Tolman Print, Brockton RRS 106 

pd ‘oundry, Cambridge, on 
Pam se eeseseseeseescseeseesseessse ‘ 
145 
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CHARLES K. FOX, INC. 
Haverhill = - WERE 


Chicago: Great Northern Bidg 
New York: Martridge Bidg 
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Closely linked with “Dalton” style jou. will 
always find ‘“‘Dalton”’ fitting qualities. 


Every care is exercised to,have “Dalton” models 

not only portray the latest style tendencies, but on 
also embody the most advance practice in last fa 
making, that fitting qualities may be assured. 


In making the “‘Dalton’’.shoe, the idea of honest 
. value giving has always been uppermost in mind. 


The result of our care in planning and making 
“Dalton” shoes has been to make the line a great 
favorite wherever a demand for dependable shoes 
exists. 


**Be a Dalton Dealer’ 
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The Dalton Company, Inc. 


Makers of Honest Value Shoes 
BROCKTON, MASS. 


CHICAGO: 1415 Great Northern Building NEW YORK: 651 Marbridge Building 
BOSTON OFFICE: 183 ESSEX STREET, Room 405 
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STANDARD KID 


In. colors Gray and Field Mouse, as in Black 
and Brown, Standard Kid has challenged the atten- 
tion and won the confidence of the discriminating 
leather buyers of the world. 





A rigid adherence to an established and unvarying 
policy of searchingly examining and re-examining 
each and every bundle, after the customary sorting 
and passing, produces a standardized classification 
that guarantees you the fullest possible weight and 
grade uniformity. 


One bundle of a grade is the same as all of that 
grade, now and always. 


Specify Standard Kid. 
Inquiries Solicited. 


Prices, Reasonable. 


STANDARD KID MFG. CO. 


MANUFACTURERS OF BLACK AND COLORED GLAZED KID AND PATENT KID 


207 SOUTH STREET, BOSTON, MASS., U. S. A. 
NEW YORK OFFICE, 610 TRIBUNE BLDG. 


Factory, Wilmington, Del. 


AGENCIES 
CHAS. A. BRADY, ROCHESTER, N. Y. F. W. BAILEY & CO., ST. LOUIS. MO. 
I. LOUIS POPPER, CINCINNATI, OHIO, GEO. A. McGAW, CHICAGO, ILL. 
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The Old Made New 


NCREASE the value of the faded 
shoes in your stock. Griffin RAPID 
BROWN DYE will restore full color 
to faded or light tan shoes and convert 
white and light colored leather to a 

rich brown. | 













RAPID BLACK DYE 
is absolutely permanent 
—ideal for all smooth 
leather shoes. It will 
not rub off and is the 
only dye that does not 
leave a_ disagreeable 
odor. 


The Griffin line in- 
cludes every dressing 
1———$———_———-— for every shoe—dress- 
ings that have been 


RAPID BROWN DYE standard for years. 


25c. size, 3 oz. in fol carton 
$22.50 gross $1.95 doz. 
1.25 each 
4.50 each 































GRIFFIN MFG. CO. #2:33=° 
69 MURRAY ST. ito. tse 
NEW YORK, U.S.A. 
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Sensible Women 
Prefer Sensible 
Styles 











“Walk-Croft” shoes fill this 


demand. 


Broad-gauged buyers appreci- 
ate the merchandising power 
of the “Walk-Croft” line, be- 
cause it means repeat business 
with women of my type. 

In “Walk-Croft” process shoes 
we find our ideal of style and 
satisfactory wear. 

Their fitting qualities have 
earned for them an enviable 
reputation. 




































Win 






Full Louis White Kid Oxford 


Bancroft Walker Company 


BOSTON OFFICE 





FACTORY 
HAVERHILL, Makers of Women’s Smart Shoes Rooms 404-5 
MASS. | RICE BUILDING 





“Walk-Croft” prices and styles are especially interesting to large dealers and department store buyers. Sold unbranded if desired 













Samples for 
Fall 1919 





No Restrictions 


A Smart, Snappy Style 
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NUBUCK 


Registered U. S. Patent Office 


PD 


HE evidence is accumulating 
that Nubuck will be a big 
seller this season. 


With the range of beautiful shades 
which we are now making—White, 
Imperial, Light Grey, Olive Brown, 
Taupe, Beaver and Mahogany, we are 
sure that the most exacting taste of 
your customers need not go unsatisfied. 
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Send for color pad of the genuine 
Nubuck, originated and tanned ex- 
clusively by. 


A. C. Lawrence Leather Co. 


161 South Street, - Boston, Mass. 


New York, Chicago, St. Louis, Cincinnati, 
Rochester, Gloversville 
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1—Rawhide Sandals 


3—Spiked Sole Caliga 


4—Immense Sandals 
South African Warrior 


Greek Bridegroom 
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i 
HE shoe industry is coeval with man. It has 
marched down the ages from rawhide sandal to 


the perfected footwear of the present hour, from 
the caveman of Neideranthal to the belle of Fifth 
Avenue, Mayfair and the Parisian boulevard. 


War and the old year are behind us; Peace and the New 
Year are here. 


The United Shoe Machinery Corporation brings to the 
new days the old spirit of service and work, strengthened, 
refreshed, renewed and eager to face and solve the prob- 
lems of industrial readjustment and national rehabil- 
itation. 


We bring to the Shoe Industry of America a restatement 
of our confidence, its ability to conquer all difficulties 
and answer all questions 1919 may present us with. 


As in the past so in the future the strength and sound- 
ness of the Shoe Industry will be in the unity of purpose 
and action of its units, the frank relations and mutual 
reliance of each with the other, and the realization of all 
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and the Present 


8—Hard Leather 


VC 


of the old truth that helping our neighbor helps us, and Sandals 

il to builds up a healthy and harmonious whole, where pro- anne 

rom ductive rivalry is wholesome, generous competition is “Ss 

‘ifth stimulating and both are the fostering elements of _ Peasast of Middle Ages 
profitable and permanent industrial conditions. e 

New "Chinese Mandarin 
UNITED SHOE MACHINERY __,_*.° 

the ‘Algerian Soldier 


=| CORPORATION .«* 





1 Polish Noble, XVIII 
abil Century 
BOSTON 33 33 33 MASS. & & 
1ent 13—Sealskin Boots 
” Nomad of Amur 
ties 
7 BRANCH OFFICES o 
Rea BER cients scsceved 87 Main Marlboro, Mags......... 11 Florence gy ena 
ind- Brockton, Mass..........- 93 Centre Milwaukee............... 286 Third 
GH ccc cccccs 18 South Market New Orleans........... 216 Chartres 
DOSE CE éctetenee 708 Broadway PN ib bkikekscdctcocice 37 Warren 
tu al Haverhill, Mass.......... 145 Essex Philadelphia......... 221 North 13th 
Johnson City, N: Y....... 124 Main pe a Orr 130 Mill 
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B h 
eon t e Resolve to give your Children’s Department the 


best of attention during 1919 and as the first im- 
portant move stock it with 


new year =~ 3 W’s LENOX 
right! Footwear for Little Folks 


We manufacture all 3W’s LENOX shoes in our own 
factory—know they are thoroughly and stylishly 
made. 








They are carried IN-STOCK subject to your immediate order. When you 
receive your shipment of 3W’s LENOX shoes you can know that you have 
received quickly salable merchandise of value—children’s shoes that will sell 
rapidly and satisfactorily. 






















































Mary Jane Sandal in Pat. 
Leather and Gun Metal, 
McKay, 







eee eee eee eee ee ee! 


to8 
ae Stock Feb. 1. 









Children’s Patent Leather 





Tan Glazed Kid Pony Cut 











Lace, Turn Button of Best Grade, 
71768—5 toB.......eeeee $2.50 1 to S, No Hedi. ........ $1.50 
7767—8\4 toll......... 2.90 4to8, Wedge........... 1.75 
7758—11% tu 2......... 3.35 a Glazed Kid Button, 
8639—Made on the ‘new lain Toe, 

y Low Heel 244 t 7586—4 to 8, Wed, + gg 
ee ., Oa 7587—1 to 5, No 175 
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Some Real White Kid 


- While It’s Here W. e Can Help You 





SPECIAL grade and kind of 
raw stock is absolutely neces- 
sary as a basis for the finest 


White Kid. 


That’s the reason why real White 
Kid has been so scarce and why most 
White Kid offered of late has been 
harsh and ugly due to unnatural 
processes necessary to make it white. 


New Castle standards will not per- 
mit our using any but the right raw 
stock but we have been unable to 
secure enough of it. 


We have however selected from our 
supply of raw skins a not very large 


‘ quantity of the finest skins suitable 


for the making of White Kid. 


Here is your chance to secure for 
next Spring and Summer some real 
White Kid Shoes that will command 
a real price and profit. 


But you must act NOW for our 


‘supply is limited. Tell our story to 


your manufacturer at once and have 
him start your order without delay. 


New Castle Leather Company 


New York City 
Chicago 
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BE OF GOOD CHEER, BROTHER [#2 


WHITE SHOE CLOTH 
IN THE WORLD 











NO NATION HAD A 4 YEARS SURPLUS IN PANTRY OR WARDROBE. NO NATION 
HAS ANY SURPLUS LEFT TODAY. GERMANY HAS BEEN BESIEGED FOR 4 YEARS, 
DURING WHICH TIME SHE WOULD HAVE BOUGHT 12,000,000 TO 16,000,000 BALES 
OF COTTON, WHEN SHE IS PERMITTED TO ENTER THE MARKET, COTTON CLOTH 
OUGHT TO GO HIGHER. LABOR HAS BEEN EARNING BIG MONEY FOR 4 YEARS. 
THE WORLD WILL GO ON, EATING, WEARING SHOES, CLOTHES, RENTING AND 
BUILDING HOUSES, REPAIRING HIGHWAYS AND RAILWAYS. THERE IS WORK 
AHEAD FOR AT LEAST 2 YEARS. OUR 3,665,000 SOLDIER BOYS WILL ALL WANT A 
COMPLETE NEW OUTFIT OF CIVILIAN CLOTHES, SHOES, HATS, SHIRTS. ALSO 
NAVY, DOCTORS, NURSES, RED CROSS, ETC. 


PREPARE FOR THE BIG PUSH 


WHITE SHOES AND JOY GO TOGETHER. THE BEST WHITE SHOES ARE REIGNSKIN 
SHOES, WITH OUR REIGNSKIN LABEL IN THEM. THEY SCRUB NICELY WITH A 
5c BRUSH WITH SOAP LATHER ON IT. BEST FOR BABIES. WHITEWASH UNNECES- 


SARY. 





REIGNSKIN’S NEW HOME 
4109-4119 PARK AVE., COR. 175TH ST., NEW YORK 


PETERS MANUFACTURING CO. 


Boston THREE GENERATIONS New York 


SOLE DISTRIBUTORS WHITE EGYPTIAN REIGNSKIN SHOE FABRIC, ACME DRY 
PROCESS ADHESIVE BACKING CLOTHS, ETC. 
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CABLE ADDRESS '‘PEJASHU" 


Be PS. cHlamey Soe Company 


soston oFrice, | eMANUFAGTURERS 


195 ESSEX ST. 





NEW YORK OFFice, LYNN, MASS., U.S: A. 
628 MARBRIDGE BUILDING . ; = . ° 
BROADWAY AND 34TH. STREET 7 


January 2, 1919 


INTERNAL CORRESPONDENCE 
INSPECTION BULLETIN #142 
F. N. Hawley, 
Inspection Dept. 


Dear Sir: 


Please remember that our ONE BIG ASSET is our list 
of satisfied customers. 





Nothing less than insistent repeat orders from 
these same customers will satisfy. 


Nothing less than complete confidence on their part 
in our merchandise and our policy, which will enable 
them to voluntarily and freely sign our TRADE ACCEPT- 
ANCES, will be acceptable to us. 


YOU are the keystone of our whole distributing 





structure. 

One quarter of our accounts are not yet closed 
by TRADE ACCEPTANCES, which leads us to believe that your 
inspection has not yet convinced this small proportion 
of our trade. 

If our cases do not show thirty-six pairs ready 


for shipment, approximately equal to the lining number 
approved by the customer, SET THE GOODS IN THE JOB ROOM. 


A complaint from the trade will be attributed 
directly to your responsibility. 


Yours very truly, 


Wy Bey: 


: General Manager 
MJT .LC P. J. HARNEY SHOE CO. 





THE SHOES YOU ORDER ARE THE SHOES YOU GET 
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In the Spotlight! 


Stands the Rays of 
Investigation 


Ask Your Neighbors 





G.LEVOR &CO.,1Nc. 


MANUFACTURERS 


GLOVERSVILLE, N.Y. 


NEW YORK: 66-90 GOLD ST. 


ST-LOUIS: LEATHER EXCHANGE BUILDING 


BOSTON: 145 SOUTH ST. 
JOHNSON .STEPHENS ¢ PATTON LEATHER CO 


THE G.LEVOR COMPANY 
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Buyers’ Easy Reference Directory 





Duane Buos G. 


143 Duane St., NEW YORK 


Factory, Brooklyn, N. Y. 
Manufacturers of the celebrated 


Duane Shoe De Luxe 


The ultimate in Women’s Turned’Footwear 


IN STOCK 


Sample Pairs gladly sent on request 





PATTI i he 


" 1919 5 lh oxo 
= : = 5 











, Bancroft Walker Company 


-Jamous Sor CLEAN shoes 


enews ase seen 
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PITT 
We have for. .. 
IMMEDIATE DELIVERY 


Subject to previous call. 


OVERGAITERS 


Felt and Cloth. 8, 9 and 10 Button. 
In Black and Certain Shades 


Also a special line of 


FELT BOUDOIR SLIPPERS 
AT INTERESTING PRICES 
Write Us Your Requirements 


Laing, Harrar & Chamberlin 


43 N. Third Street Philadelphia 














Coburn 
Trolley Ladders 


are simple, efficient, inexpen- 
sive, saving time in sales effort. 
Get estimates—send us a rough 
sketch of your store interior, 
showing shelves to be reached 
and let us tell you the cost: 


Catalogue on request. 


Coburn Trolley Track Mfg. Co. 
HOLYOKE, MASS. 
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Radium A. B. C. 


‘re Color Restorer 


‘A. B. C. cléans the shoe and at the same time restores 
the color without streaking. 
Light unsalable tans easily converted into a rich 


brown. 
A. B. C. is not a filler but alasting color restorer. A 
pure liquid wash containing no powder. 


Radium Dye Co. Kansas City, Mo. 











WINTER 
MAHOGANY 


TAN SIDE LACE 
81% inch Flexible McKay, 
B,C and D 
No. 545 


Price $4.50 
W. T. Holmes Co. 


15 No. 4th St. 
PHILADELPHIA 















SNAPPY and 


SERVICEABLE 
Brown Russia Calf, Polish, 
Military Heel, Imt. Straight 
Tip with Center Perforation, 
McKay Sewed. 
BtoE. 21-2to8 


$3.95 
In Stock 


Powell Campbell 
122-124 Duane St., New York City 












Style 
1810 


id 








Conservation 


is the order of the day. Safety customs started 
during the war still continue. ae jeopardize one’s 
business by lack of ample insurance on stock 
and fixtures is bad at any time. Watch your 
step!—and take heed lest you find yourself un- 
protected. Anticipate the expiration of your fire 
insurance policies and see us about being covered 
under our special plan for shoe dealers. 


Fitchburg Mutual Fire Insurance Co. 
FITCHBURG, MASS. 


The city of 141 diversified industries, 
99% of which are locally owned 











BOOT AND SHOE RECORDER Jan. 4, 1919 





WHATEVER YOUR SHOE REPAIRING 
REQUIREMENTS MAY BE 


We HAVE THE MACHINE 








The illustrations above show but a few of the big range of ma- 
chines which we supply for shoe repairing. 


They are all illustrated and described in a very handsome cata- 
logue which we are glad to mail free to anybody who writes for it. 


They cover every requirement from a simple cleaning shaft up 
to the most elaborate and complete outfit. 


We help our customers make a success of their business. Our 
machines always carry with them a service that is considered 
by many of our customers among their most valuable assets. 


We have customers everywhere, and we Po not ashamed te 
have you ask any of them about us or our machines, 


Write us today for a catalog. 


UNITED SHOE REPAIRING MACHINE 0. 


4 ALBANY STREET, BOSTON, MASS. 



















aking Friends 














EVE CLOTH grows’ more popular every year. It ; 
is the ideal- white shoe fabric—a pure white cloth of | 
fine texture with a beautiful subdued lustre. Cleans 
like white canvas. 


Set AE 


White shoes will be more popular than ever in 1919. . 
The fabric shoe is the natural shoe for Summer wear _ 






---cool, - ian durable, economical. 


‘ Send dae peed é 
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TERMINAL 
SALES BUILDING 
42ND STREET 
3, NEAR BROADWAY 
NEW YORK 









FFICIENCY |i 
@ ECONOMY | 2 


a “ae 


COOPERATION 5% 


“Live dines 
vantages of. this 
Concentration of 
Merchandise 





Concentration of a 


great market at the 
Bush Terminal Sales Build- 


ing saves Buyers’ time and 


money and enlarges scope of buying 
opportunity. 





AN INVITATION 













We shall be glad to extend to accredited 
Buyers, Merchandise Managers and Mer- 
chants the privileges of the International 
Buyers’ Club, and the facilities of the 
Bush Terminal Sales Building; also, to 
discuss with manufacturers the method 
whereby they may reduce their cost of 
selling—while broadening their field of 
distribution. 
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~ BUSH TERMINAL 


42ND STREET, NEAR BRO 
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Quick to See Ad- BQ’ 
Unprecedented 


i ln nn i a in acct 





The following letters are typical of those 
received from merchants--big and little-- 
in all parts of the country. 


ATO PETES 
CoB 
peak So Nok 


Sa ris Oe Oe 


The president of a most progressive department store in the 
Middle West—representative of a type of merchants who are 
rapidly advancing the standards of merchandising throughout 
this country and Canada—writes as follows: 


Hoke eae TRIES, + 
ERY aoe CaaS oe 


ET SIAR SD Bi 
oa eet oie 


Sst 


"I am going to spend my time with you on my 
New York Spring trip and think the idea of the 
combined exhibit is one of the greatest things a 
wholesaler could accomplish. This pertains to 
service,.for we fellows, who formerly had to rush 
all over New York trying to locate concerns, 
who are continually moving from one place to an- 
other and so many of the other inconveniences." 
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Another concern at Houston, Texas, writes: 


ae eee 


"Kindly send us at once one Buyers' Mer- 
chandise Index. 

"Commenting on this we beg to state that 
this is certainly an innovation and should prove 
a tremendous success, 

"Also note our application form for member- 
ship in the Buyers' Club. Kindly let us know 
by return mail the cost of this membership." 
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Nineteen Nineteen 


This is to be a year of unprecedent- 


ed business—a year in which we 
may all participate in the work of reconstruc- 
tion. 


Reconstruction does not mean merely restor- 
ing business to a normal basis, but remaking 
living conditions that have been utterly de- 
stroyed, that the peoples of the devastated coun- 
tries may enjoy in ever increasing measure “‘life, 
liberty and the pursuit of happiness.” 


Rice & Hutchins, Inc. 
20 High St., Boston, U.S. A. 


























